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What does a young lad see before him, these days, as he stands 


NT upon the threshold of maturity and contemplates the future ? 
ice - - - . . . . . 
If at all capable of thoughtful analysis, he sees in his mind's eye 
- a passing panorama of urgent requirements which are to play a 
prominent part in the drama of his life. 
ee In reasonable sequence, he will see: 





1—The need for a finished education 

| 2—The necessity for a job 

‘ 3—The desirability of a wife and family 
4—The need of a home 

5—The necessity for protecting dependents, and 
6—The desirability of a competence for old age 


If he is a wise young man, he will come to know that all of 
these needs, except numbers two and three, may be guaranteed by 
Life Insurance. 

\lso, he will learn that saving begun early in life will soon be 
come a fixed habit, and that no saving which he will ever undertake 
will be as satisfactory as the saving for a purpose—be the intent to 
finish an education, to secure a home, to protect dependents, or to 
build up a competence for old age. 


Life Insurance is the most scientific form of saving for a purpose 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 
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Age at issue: 60 65 
IMMEDIATE LIFE ANNUITIES — MALES 


THATS WHY THEY ARE 
EASY 1%) SELL 


The next time you have a prospect 


for a life annuity, it will be worth 
your while to remember this: Phoenix 
Mutual annuities are easy to sell 
because they offer, to an unusual de- 
gree, just what your prospect wants. 


There is the obvious security of a 
contract backed by a conservative 
New England institution with ample 
resources and an 82-year record of 
sound financial service. 


And, of course, high yield adds to 


70 75 80 


their attractiveness. For example, as 
the above chart shows, immediate life 
annuities for men guarantee returns 
which range from almost 9% at age 
60 to over 18.5% at age 80. 


Finally, complete facilities are at 
your disposal. You can assure your 
client of prompt service, the selection 
of a plan to suit his needs, and the 
privilege of having his income paid 
semi-annually, quarterly, or monthly. 


Write today for a schedule of rates. 


PHOENIX MUTUAL LIFE INSURANCE 


Home Office: Hartford, Conn. 
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CO. 











Thirty-Se 
BBE 


Fave 
N 


Compa! 


NEW 
the gene 
hnance 
demand 
type of 
can furn 
sticking 
bonds fc 
are avai 

Since 
of repre 
close to 
funds in 
accordin 
by the } 
statistics 
ing to it 


Unitec 
counted 
includin; 
tion, for 
one-quat 
nadian 
does not 
loans or 
balances 

In spi 
however 
signs oO 
the divi 
some a | 
were no 
are now 
yet ear 
them mi 

A 


The a 
istration 
exposurt 
has som 
m whic 
when t 
way wi 
Howeve 
public u 
lying si 
ompani 

Wher 
ble, it is 
railway 
m many 
roads tl 
made in 
compan: 
mvestm 
Howeve 
were co 
‘ many 


THE NATIONAT. UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company - 
Office of publication, 175 W. Jackson Blvd., Chicago, Ill. Thirty-seventh year. No. 44. Friday, November 3, 1933. 
$3.00 oe ~ a = gente per copy. Entered as second class matter, June 9, 1900, at post office at Chicago, 1., under 
act ot March 3, 1879. 















Thirty-Seventh Year—No. 44 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, NOVEMBER 3, 1933 






$3.00 Per Year, 15 Cents a Copy 





Favoring U.S. and 
Municipal Bonds 


Companies’ Attitude Is Result of 
Uncertainty in Business 
and Finance 


IMPROVEMENT IS SEEN 





Low Yield on Best Securities Because 
of Lack of Financing Demand in 
Sound Institutions 





NEW YORK, Nov. 2.—Because of 
the general uncertainty in business and 
finance and the almost complete lack of 
demand from sound enterprises for the 
type of financing which life companies 
can furnish, the companies generally are 
sticking to government and municipal 
bonds for the bulk of their funds which 
are available for investment. 

Since the first of the year a number 
of representative companies have put 
cose to 75 percent of their available 
junds into these two types of security, 
according to figures compiled each week 
by the New York “Evening Post” from 
statistics furnished by companies report- 
ing to it. 

Bulk in Federal Bonds 


United States government bonds ac- 
counted for 52 percent and municipals, 
including state, county and city obliga- 
tion, for 22 percent, slightly more than 
one-quarter of the municipals being Ca- 
nadian. “Available funds,” in this case 
does not include money going to policy 
loans or surrenders, or to build up bank 
balances. 

In spite of the prevailing uncertainty, 
however, investment officials see many 
signs of improvement, particularly in 
the divisions that were most trouble- 
some a year ago. Some railroads which 
were not earning their interest charges 
are now doing so; others w hich are not 
yet earning them are approximating 
them much more closely. 


Attitude Toward Utilities 


The attitude of the Roosevelt admin- 
istration toward public utilities and the 
exposure of holding company practices 
has somewhat diminished the high favor 
in which utility securities were held 
when the depression was having its 
way with other types of investment. 
lowever, conservative investment in 
public utility operating company under- 
lying securities are regarded by life 
companies as being as sound as ever. 

Where any of these issues is in trou- 
ble, it is practically certain to be a street 
railway obligation which was invested 
iM many year ago. Because of the in- 
toads that automobiles and busses have 
made in the street railways’ incomes, life 
companies tightened up on this class of 
ivestment a number of years ago. 
However, at one time these securities 
were considered prime investments, and 
‘ many cases sold above par. 

(CONTINUED ON PAGE 17) 





Some See Cash and Loan 


Values Defeating Protection 


MUCH THOUGHT ON PROBLEM 


Best Minds in Business Studying Way 
to Give Liberal Benefits Without 
Hazard of Lapse 


There appears to be a_ growing feel- 
ing among life company officials that 
perhaps the offering of cash loan and 
surrender values, a very fine benefit 
which has been one of the principal 
means of popularizing life insurance, 
has gone far towards defeating the very 
end and purposes of life insurance. 

Cash and loan values. were discussed 
at length in the fall meeting in Chicago 
of the American Institute of Actuaries 
and the Actuarial Society of America, 
and were the subject of a lengthy report 
by a committee headed by Arthur Co- 
burn, vice-president North American 
Reassurance. The committee touched 
upon the many dangers arising from 
making the values in life policies too 
easy to withdraw, but generally did not 
object to having some values in the 
policy that could be borrowed or taken 
out by the policyholder. 


Difficulties in Combination 


There undoubtedly is considerable 
thought in this country along the line 
that there are inherent difficulties in the 
combination of pure life insurance pro- 
tection and the investment element, al- 
though the mixture of the two has gone 
to make the institution what it is today. 
The trend of investment return down- 
ward has placed increasingly greater 
responsibilty on life company executives, 
who have been pushed to the extreme in 
finding sufficient sound investments to 
absorb the constant influx of new funds 

It is improbable that the ordinary 
policy as it is known today ever would 
be abandoned, but some executives feel 
if it were possible to modify state laws 
regarding cash and loan values, a very 
difficult matter, it is admitted, it might 
be well to make the values less easy to 
take out. This it is said might be done 
by extending to policyholders values 
which could not be borrowed except 
under most extreme emergency, but 
would apply in full force toward ex- 
tended and paid up insurance. Thus 
the protection feature of the policy, by 
far the most important part of it, would 
be accentuated, and the protection would 
be far greater than at present. 


Serve to Give Permanency 


It was said the policyholder might 
perhaps be given the privilege of becom- 
ing the beneficiary under his own policy 
if the original designated beneficiary 
should fade out of the picture, but other- 
wise could not depreciate the value of 
his contract and jeopardize its standing. 

Of course there have been many 
proponents of the pure protection form 
and one of the stock arguments of 
twisters is that the policyholder carry 
his insurance on a net basis and ad- 
minister his own investment fund. 

The present difficulties with invest- 
ments, it is said, make it possible that 
in time life companies may bring out 
contracts separating the life insurance 

(CONTINUED ON PAGE 17) 


Security Valuation Issue 
Looms Up in Importance 


TWO SCHOOLS ARE DEVELOPED 


One Set of Commissioners Seeks Aver- 
age Formula While Other 
Sticks to December 31 


NEW YORK, Nov. 2.—The question 
of what policy the National Convention 
of Insurance Commissioners will adopt 
at its December meeting as to valua- 
tions for the forthcoming annual state- 
ments becomes an absorbing topic of 
conversation and speculation. It is gen- 
erally agreed that some program will 
have to be adopted that will give a truer 
picture of company conditions than has 
been shown by the June 30, 1931, basis. 
There was some modification of the 
formula for statements as of Dec. 31 
last, but the fraternity believes that the 
time has come when a more satis- 
factory basis will have to be established. 


Some Insist on Dec. 31 Values 


Some commissioners undoubtedly will 
insist on Dec. 31 market values regard 
less of what they are. ‘They contend 


that that is the only really honest figure 


to take. This contingent of commis- 
sioners is headed by Colonel Dunham of 
Connecticut, who has not been in ac- 


cord with the program adopted hereto- 


fore. Superintendent Van Schaick olf 
New York might be regarded as the 
leader of the element that feels there 


should be some average quotation found 
that is not based on the record of a 
single day in the year. He has stated in 
his public addresses that if there is a 
boom time and market quotations rise 
above what they should be it would be 
folly to allow companies to record these 
quotations as actual values. 
Believe in Amortization Plan 


Most commissioners feel that the 
amortization plan for bonds that are not 
delinquent should be applied to fire and 
casualty securities as well as life. Bonds 
that are not paying interest, mortgages 
under foreclosure, stocks whose con- 
cerns have passed dividends, will have 
to have special treatment in the opin- 
ion of many of the commissioners. Of- 
ficials generally agree that there should 
be some fair and comprehensive way of 
arriving at values without doing injus- 
tice to companies ably managed that 
might have their surplus wiped out if a 
stringent measuring stick were used 





Some Companies Putting 
Soft Pedal on Annuities 














companies are putting the soft 
business because they 
to roll up a con 


Some 
pedal on annuity 
feel that it is unwise 
siderable amount of money secking 
profitable investment. They are cutting 
down commissions and really discourag- 
ing the writing of single premium an- 
nuities particularly. Some actuaries are 
inclined to feel that even with the re- 
vised rates annuities cannot be carried 
through on a profitable basis. The in- 
vestment problem is a troublesome one. 
Officials now are put to it in deciding 
what is the best form of investment. 





Prospect Is Better 
in City Real Estate 


Expect Many Properties Taken 
Over for Management to 
Work Out Well 


IMPROVED TREND NOTED 


“Mortgage in Possession” Agreements 
Found Beneficial in Avoiding 
Actual Foreclosure 


Because of 


NEW YORK, Nov. 2 


the improved trend in city real estate it 


looks as if a large percentage of dis- 


tressed taken over by 
life 
“mortgagee in 


work 


actual 


city properties 


companies for management under 


possession” agreements 


will out without having to go to 


foreclosure has been 
life 


of going in as 


Opinion 


divided among companies as to the 


advisability mortgagee in 
possession. This was due largely to the 
lack of experience with such procedure, 
which made success somewhat ‘prob- 
lematical. 

rhe nature and extent of a company’s 
holdings that were distressed naturally 
had considerable influence in determin- 
ing whether it would be worth while 
to set up the necessary machinery for 
such an undertaking 


Gain 
Much valuable 


gained in the 
distressed 


Valuable Experience 


experience has been 
last year or so in handling 
: property For example, the 
future will find companies reversing 
their old policy of being lenient about 
iorcing mortgagors to keep up taxes but 
being insistent on interest payments. If 
leniency is to be extended, it is better 


to let it be with regard to interest, for 
i taxes are allowed to become delin- 
quent, the company may have to pay a 


bill for back taxes amounting to many 
thousands of dollars, which means an 
immediate cash outlay Defaulted in- 
terest is, of course, a real loss, but it 
doesn't mean having to lay out the cash 
at once 

Use of the mortgagee in 
arrangement, otherwise known’ as 
“gross assignment of rents,” is gov- 
erned by the factors in each case and is 
usually the last resort before ‘fdreclos- 
ure It is particularly valuable where 
the principal reason for the property 
being distressed is poor management. 


possession 


Twe Factors Considered 
A survey is made to determine (1) 
whether the income under competent 


management would be enough to cover 
running expenses, and (2) whether 
there would be sufficient income over 
and above these expenses to offer a 
reasonable hope of working the prop- 
erty out of its difficulties. If the sur- 
vey shows a good chance of getting the 
property out of the red, the company 
goes in as manager. If a fair trial, say 
six months or so, fails to justify this 
(CONTINUED ON PAGE 17) 
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Much Interest in the War 
' Contest of Phoenix Mutual 


CAMPAIGN TO END LETHARGY 





Agency Officers Were Interested in 
| How the Company Impressed Force 
with Its Seriousness 





Members of the Life Agency Officers 
Association, at the meeting in Chicago 
last week, were much impressed with 
the contest which is being conducted by 
the Phoenix Mutual, as outlined by 
Vice-President D. Gordon Hunter of 
that company. They were interested 
in the manner in which the Phoenix 
Mutual has convinced its agency force 
that this is not just another contest, but 
that it is a real test of the ability of the 
general agents to command. Mr, Hun- 
ter explained the contest was designed 
and launched because of the realization 
on the part of the company that a spirit 
of lethargy and indifference prevailed 
in the field, that the agents, and general 
agents had fallen into a “coasting” atti- 
tude. This spirit was discerned and the 
company decided to do something about 
it. ‘The company decided to “declare 
war.’ 

Accordingly, a declaration of war was 
sent out to the managers, in which the 
statement was made that the depression 
was on the wane but its allies were still 
present, they being lethargy, indiffer- 
ence, etc. The company was organized 
into the “Fighting 83rd.” 

Confidential and Personal 


The company decided the managers 
must be convinced that this was a 
serious affair. They realize this is diffi- 
cult to accomplish by mail, so a letter 
was. carefully drafted and sent out 
marked “Confidential and _ personal, 
Read slowly.” In this communication 
the managers were told this was the 
supreme test of their ability to com- 
mand. The statement was made that 
the production record so far this year 
has not been satisfactory. The material 
for success is at hand. The company 
and the institution of life insurance has 
the greatest, prestige. Managers were 
told this was a war game, but serious. 
They were told commanding is the out- 
ward expression of ability to lead, that 
the agents were in need of discipline and 
it was up to ‘the general agent to im- 
pose’ this discipline. General agents 
were asked to send by telegram a state- 
ment that they were in command. 


Each Agent Has Quota 


The next step was the sending of a 
letter and booklet entitled, “Time for 
the Big Push,” A map was sent out 
showing the battle action. 

The agencies were grouped in battal- 
ions, each manager was designated a 
captain, various supervisors were given 
the title of “battalion commanders” and 
the home. office people also inherited 
military titles. The medical director 
was called the regimental surgeon. 

Each agent was given a quota, based 
on his past record, For instance a “re- 
cruit” was. given a quota of $18,000, 
“rifleman,” $21,000, “marksman,” $30,000 
and “expert,” $36,000. Individuals were 
pitted against individuals of commen- 
surate ability. Battalions were matched 
against battalions: and, agencies against 
agencies. 

Prizes Offered in Contest 


The first prize is free participation in 
a three day educational conference at 
Lake Placid, N. Y., during the height 
of the winter sports season. The second 
prize is a typewriter. Then there are 
lesser prizes. 

Each man: started off as a private. 
When he gets 50’ percent of his quota 
he is called a corporal and when he gets 
200. percent he’ becomes a first lieu- 
tenant. If at the end of the first two 
weeks an agent didn’t produce anything, 
he was given a sack of potatoes and as- 





Historical 














LINDSLEY 


President H. K. Lindsley of the 
Farmers & Bankers Life of Wichita has 
been elected president of the Kansas 
State Historical Society. He is a mem- 
ber of the executive committee of the 
American Life Convention. He is a for- 
mer state senator in Kansas. 








Mutual Aid Societies Run 
Amuck Over the Country 


Insurance Superintendent Davis of 
the District of Columbia, like other com- 
missioners, has been confronted with a 
multitude of aid societies or small as- 
sessment concerns giving a death bene- 
fit. These outfits are raiding the coun- 
try and are appealing to the people be- 
cause of their low rates. Superintendent 
Davis has been carrying on a militant 
crusade against these aid societies that 
have invaded the District of Columbia. 
He claims that they are not allowed 
under the law to write insurance in the 
district. : 





R. G. Richards Reappointed 


R. G. Richards, agency secretary At- 
lantic Life, has been reappointed chair- 
man of the frontier safety committee of 
the Insurance Advertising Conference. 
The committee’s task is to keep track 
of unfair articles, cartoons or broadcasts 
reflecting on insurance or agents and to 
secure corrections if possible. The Life 
Advertisers Association, just recently 
organized, provided for the same com- 
mittee and accepted Mr. Richards as 
joint chairman, acting in behalf of both 
organizations. 


Great American Life Convention 


The Great American Life of San An- 
tonio will thold its sales congress and 
home office convention Dec. 28-31. 








signed to kitchen police service. The 
contest was started Oct. 1 and the plan 
is to close it at 11 a. m. Nov. 11—on 
Armistice Day. 

Every agent is expected to be at the 
office at 8:30 a.m. An assembly is con- 
ducted at 8:45, the agents standing at 
attention with hats on. A daily message 
is read from the home office to keep up 
the pep. 

The campaign has been successful, 
not only in increasing production, but 
in improving the morale and stimulating 
the energy of the men, Mr. Hunter 
said. Efforts that are exerted are 50 
percent greater than formerly. The 
home office executives have a tighter 
rein on the agencies and the managers 





have a tighter rein on their staff. 





Locomotive Engineers Plan 


Involves Standard Rates 





BUSINESS BEING READJUSTED 





Company Has Adopted the Legal Re- 
serve Basis and Has Put Out 
Attractive Policies 





Following the reorganization of the 
Locomotive Engineers Mutual Life & 
Accident of Cleveland which is affiliated 
with the Brotherhood of Locomotive 
Engineers, Owen & Owen of Detroit 
were employed to supervise the revamp- 
ing of the organization. Under the new 
plan the old assessment basis was dis- 
continued in September and effective 
Oct. 1, all members are required to have 
their readjusted rates on the American 
3% table, Illinois standard. Members 
61 years of age and over are given a 
certain amount of paid up insurance per 
thousand depending on their age. 


Given Choice of Forms 


The members are offered a choice of 
the more popular forms on legal reserve 
policies, viz., ordinary life, 20-pay life, 
20-year endowment, endowment at age 
65, three-year modified life and one-year 
renewable term. These plans naturally 
are all now carrying adequate rates to 
take care of the various elements that 
have to be considered. The policies are 
participating and provide for dividends 
after the second year. Cash, loan and 
extended values are available after the 
third year. 

Owen & Owen sent their men into 
the field about Labor Day and have 
been interviewing the members in an 
educational campaign since that time. 
As of Nov. 1, about $45,000,000 of in- 
surance had been transferred to the new 
legal reserve basis. As of April 30, 
1933, the company reported $134,943,250 
insurance in force, $10,084,593 assets, 
63,971 members. The fraternal was 
founded in 1867. 


Plan for 1934 on Basis of 
Conditions Now: Holcombe 


Plans for 1934 should be made on 
the basis of conditions as they are 
today, according to John Marshall Hol- 
combe, Jr., manager Life Insurance 
Sales Research Bureau, who addressed 
a meeting of about 30 Minneapolis gen- 
eral agents and managers. If condi- 
tions are better next year, so much to 
the good, he remarked. If they are 
not, the plans will not go awry on ac- 
count of failure of business to come 
back. ; 

Mr. Holcombe was in Minneapolis 
visiting the home office of the North- 
western National Life and O. J. Arnold, 
president of that company, presided at 
the meeting. Other speakers were Com- 
missioner Brown of Minnesota and 
Ralph Hamburger, Minneapolis, general 
agent Northwestern Mutual Life. 

Mr. Holcombe observed there is an 
increased amount of agency planning 
and much less financing of new men. 
Companies now recognize, he said, that 
the function of agency departments is 
not merely to pile on new business but 
to contribute to the financial strength 
of the company by getting business of 
the right character on an economical 
basis. 


B. A. Million’s Men Gather 


B. A. Million of Evansville, Ind., gen- 
eral agent Northwestern Mutual Life, 
held an agency meeting last week over 
which he presided. Roger Clark, assist- 
ant director of agencies from the head 
office, was present. The guest was H. 
L. Cramer of South Bend, Ind., general 
agent for that territory. J. R. Duncan, 
a policyholder, gave a viewpoint of life 
insurance from the angle of the pre- 
mium payer. 








American Life Convention 
Officials Feted at St. Lou, 





HONOR GUESTS AT A DINNg, 





F. V. Keesling, the New President, anj 
G. S. Nollen, Elected on Execu- 
tive Committee, Honored 





F. V. Keesling, vice-president anj 
general counsel of the West Coast Lit 
of San Francisco, recently elected presi. 
dent of the American Life Convention, 
and G. S. Nollen, president of the Bank. 
ers Life of Iowa, new member of th 
convention’s executive committee, wer 
the guests of honor at a dinner given jy 
St. Louis. The visit of President Kees. 
ling and Mr. Nollen to the headquar. 
ters of the American Life Convention 
was in accordance with an established 
custom. While in St. Louis, they con. 
ferred with Judge Byron K. Elliott 
manager and general counsel. 


Guests at the Dinner 


The dinner was attended by H. A 
Moores, National Life of Vermont 
president of the St. Louis Life Under. 
writers Association; E. J. Burkley, man- 
age Phoenix Mutual Life, and president 
ot the St. Louis General Agents & 
Managers Association; J. C. Jones, Sr, 
and J. C. Jones, Jr., general counsel 
Central States Life; W. W. Head, presi- 
dent General American Life; S. W 
Souers and Henry Reichgott, vice-presi- 
dents General American Life; George 
Graham, president Central States Life; 
J. C. Harvey, vice-president St. Louis 
Mutual Life; C. S. Revelle, vice-presi- 
dent and general counsel Continental 
Life of St. Louis; Arthur Coburn, vice- 
president North American Reassurance, 
and members of the convention staff. 

President Keesling and Mr. Nollen 
made short talks, discussing current life 
insurance conditions and the outlook for 
the future. J. C. Jones, Jr., is secretary 
of the Legal Section of the American 
Life Convention. 


Moratorium Is Off 


The Minnesota department has re- 
called its moratorium rules and regula 
tions. 

Insurance Director Herdman, of Ne- 
braska, who has been checking up on 
reports of Nebraska life companies since 
the moratorium was lifted, says their 
financial condition has steadily improved 
and that the wisdom of lifting the mora- 
torium is fully justified by events. Ap- 
plications for policy loans and cash sur- 
renders have run about normal, and 
income has run far ahead of payments, 
generally speaking. 





Increases in Life Sales 
Are Now Being Reported 








R. J. Costigan’s Missouri branch of 
the Business Men’s Assurance pratti- 
cally doubled production in October 
over the same period a year ago. 


* * * 


The D. O. Johnson Minnesota Mutual 
Life agency in San Antonio, Tex., I 
creased its paid business 35 percent dur- 
ing the first ten months of 1933. 


* * * 


The New York Life’s Chicago Clear- 
ing House branch, Frederick Bruchholz, 
agency director, is ahead of its top al 
lotment quota for the first ten months 


of 1933. 
es 2 ¢ 


The Protective Life of Birmingham 
showed a 25 percent increase in new 
business for September. The home office 
agency, of which A. B. Hale is mat 
ager, obtained applications for $215,85! 
of new business in September and reit 
stated $44,000. 
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a senting Policyholders Pre- 
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nt an M/epEPORT MADE ON CLAIMS 

ast Life 

d presi. 

'Vention : ° e.8 

e Bask, Counsel for Various Groups in Litiga- 

* Of the tion Seek $90,000 Fees, Objec- 

Cy were tions Are Raised 

Riven ip 

it Kees. 

—— Payment of premiums paid to the 

ablished Mg receiver of the Illinois Life since Nov. 

ey con- Ms, 1932, the effective date of reinsur- 

Elliott, MM ince in the Central Life of Des Moines 
by dissenting policyholders will 
sarted in line with an order entered in 

H. A @giederal court at Chicago approving a 

ermont, Mm report of the receiver filed Oct. 27 

Under. The receiver possesses approximately 

Ad. $1,000,000 of premiums paid in trust. 

-nts & fg Ihe distribution to dissenters will total 

es, Sr, Me s140,000. A charge is being made for 

counsel MM insurance protection during the receiv- 


, Presi- MF ership, based on the American Men ul- 


S. W. Hi timate mortality table. 
>~presi- It is emphasized that no general dis- 
Geon tribution of dividends to dissenting 


» Life; policyholders 


eal been declared or is to be made soon. 
neal Illinois Life assets have not 
 ~ turned over to the Central Life of Iowa. 
snes It is estimated that under claims filed 
taf | matured contracts the claimants 
Nollen would receive more under the reinsur- 
nt life J ace contract than upon their claims. 
ok fer The receiver requested and was granted 
retary permission to communicate with 
orien caimants and ask them to withdraw 
their claims. 
To Consider Agents’ Claims 
In addition to the formal order pre- 
iS Te pared by attorneys for the receiver, 
egula- there was inserted a provision regard- 
P ing claims of old agents of the Illinois 
f Ne- Life for commissions, to the effect that 
upon the master-in-chancery study and report 
since Mj on the validity of these claims before 
their the question of setting the amounts 
roved shall be taken up. 
mora- The interesting comment is made 
Ap- one close to the case that approxi- 
1 sur- mately 15 percent of Illinois Life pol- 
and iyholders dissented to the reinsurance 
rents, contract with the Central Life. ‘ 
receiver reported that the number 
— ‘aims of policyholders who had fi 
dissent and also filed claims with 
receiver prior to Aug. 28 was 8,883, 
ed laims totaling $2,772,146. Of this the 
receiver recommended allowing $2,614,- 
— 01, the only objection being to 
+h of amount claimed, as the books showed 
racti- a greater or less reserve value in many 
tober imstances than that claimed. 
Recommendations Made 
utual Claims of policyholders who filed dis- 
‘a ‘ent prior to Aug. 28, but filed claims 


‘>> aiter that date, numbered 578 for a to- 
the receiver 


which 
allowing $170,876. 


tal of $185,087, of 
recommended 


treated all these claims as if dissent and 


lear- tlaim both had been filed before 
nolz, Aug. 28, 

» al- Claims of policyholders who filed both 
nths their dissents and claims after Aug. 28 


tumber 70, for $21,421, of which 


wusiver recommended allowing $13,606. 
ham Such claims were treated as if both dis- 
sents and claims had been filed prior to 





ffice Aug. 28. : 

— There were 227 claims of agents, 
851 medical examiners, printers, etc., 

ale with the receiver, totaling $2,840,62 
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Make Distribution 
from Illinois Life 


Receiver Ordered to Repay to Dis- 


or other claimants has 


he receiver recommended that $30,033 





Continental Assurance 
Man Given Promotion 








D. MILEY PHIPPS 


Appointment of D. Miley Phipps as 
superintendent of agencies of the Con- 


tinental Assurance of Chicago is an- 
nounced. Since joining the company in 
1926, Mr. Phipps has had a steady ad- 


vance from agency supervisor in Penn- 


sylvania to home office supervisor in 
1927, director of field service in 1929, 


assistant secretary in 1931. The duties 
of the latter two positions he still holds 
in addition to his production duties in 
his new position. 

Mr. Phipps was born in New Jersey 
in 1897. He is a son of a Methodist 
minister and got his schooling in Penn- 
sylvania, first at Allegheny College and 
later at Westminster, from which he ob- 


INSUR: ANCE — 








I: DITION 





Practical Selling Data 
at Cleveland Congress 





CLEVELAND, Nov. 2—Approxi- 
mately 800 attended the fall sales con- 
gress of the Cleveland Life Underwriters 
Association. This year, for the first 
time, group meetings were held in the 
afternoon as a departure from the solid 
speaker programs of previous meetings. 

C. P. Dawson, production manager of 
the New England Mutual Life’s Becos 
agency in New York City, outlined a 


clear, concise program of salesmanship 
in his talk, “Timely Suggestions on 
Prospecting and Selling.” Too many 


ignore the importance of prospecting, he 
said. Any person is a prospect who 
meets three qualifications: (1) Have the 
need, (2) ability to pay, (3) approach- 
able by the salesman. 

There are three prime property needs: 
(1) To provide a cash reserve to meet 
needs and opportunities as they arise; 
(2) for families in event the prospect 
ceases to live; (3) for retirement. Life 
insurance is the only thing which can 
supply these three needs. The prospect 
must have at least one of them but the 
person requiring all three is a more lu- 
crative possibility. 

There are three methods of securing 
prospects: (1) By the center of influ- 





tained his A. B. degree in 1917. There- 
after he was head of the science depart- 
ment in the Sharon high school for two 
years, leaving that to become general 
manager and teacher of a business col- 


lege. He then took a two-year post 
graduate course at Northwestern Uni- 
versity, majoring in psychology and 


economics, and returned to Sharon in 


1923, where he was an active and suc- 
cessful producer in the field for three 
years. 








| Our national calendar is 
of them as weak as this pun. 

can Education Week, 
6-12. 


ideal. 
public meetings, 


During 


are in an unusually 


ficiaries of their guidance. 


Independence Square 





EDUCATION WEEK | 


Among the worthy is Ameri- 
which this year is dated November 
The purpose will be to focus attention upon the 
maintenance of free and universal education as an American 
Each day will have its own theme. 
radio broadcasts, 
tude of school visitations by parents. 
sands of parents will be motivation to strengthen their pur- 
pose to provide a college education for their children. 


Education Week our life 
have an almost made-to-order opportunity, while parents 
receptive 
financial facilities of life insurance in this direction. 
doing they will perform an invaluable service to society as 
well as to the parents and children who may become bene- 
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ence method, (2) the endless chain 
method, (3) the cold canvass method. 

‘There are two requirements for a 
center of influence. He should have an 
interest in you and he should know other 
people favorably,’ said Mr. Dawson. 

‘Take your presentation to your center 
of influence, and ask him to criticize it. 
The presentation familiarizes him with 
your methods of selling and he will aid 
your business more freely.” 

In discussing the endless chain meth- 
od, Mr. Dawson told of one salesman 
who always made it a point to see more 
than one person in every office. There 
are many possibilities in the endless 
chain system by which one prospect 
leads to another. The cold canvass 
method at best is the worst of all. An 
agent has to be intelligent about getting 
names and using letters to gain the 
necessary interview. 

Three Principles Not to Violate 


There are three principles which the 
life insurance salesman must not violate, 
said Mr. Dawson: 

“1. Never ask a man for names un- 
less he understands your selling process. 

“2. The center of influence must al- 
ways know how you are going to use his 
name. 

“3. In getting names from prospects, 
ask leading questions which will bring 
those names to mind.” 

There are four things to remember 
if you would become a good life insur- 
ance salesman: 

“1. Organize your ideas and be 
they are sound psychologically 

“2. Visualize your ideas and develop 
an ability to paint word pictures. Psy- 
chologists say that people retain 10 per- 
cent of what they hear and 50 percent 
of what they see and hear. 

“3. Tie your product up with human 
needs. We must show them what the 
product will accomplish in order to sell 
it 


sure 


“4. Appeal to human emotions and 
you will get action. 

“Map out your plan so the prospect 
can see it, pointing out how much the 
policy will pay per month over a given 
period of time. Make the benefits look 
big in contrast to the cost.’ 

Riehle Gives Cardinal Points 

T. M. Riehle, New York City 
ate manager Equitable Life of 
York and vice-president of the 
Association of Life Underwriters, held 
the crowd constantly alert during his 
direct address on “Cardinal Principles.” 
In his own agency, he said, they had 
three purposes in selling insurance: (1) 
To make a living, (2) to make a profit, 
(3) to have a little fun in the process. 
“We can’t take ourselves too seriously,” 
he said. 

Mr. Riehle maintained that selling was 
a simple process don’t know of any 
hard way to sell insurance,” he said, 
“and I believe very little knowledge is 
required. Courage and a willingness to 
work are 85 percent of the battle. En- 
thusiasm, aggressiveness and energy 
combine to make success in the insur- 
ance field. 

“In brief, anyone who can pay is a 
prospect. Sift the ideas you can use best 
and employ them. Cold canvass pros- 
pecting,” he said, “is not used in our 


associ- 
New 
National 


office because it is the most difficult. 
The family tree plan is the one most 
religiously followed. With each con- 


company from our 
office, is an outline and history of the 
prospect’s family tree. Our system. of 
selling is the endless chain method ap- 
plied to families, which we have found 
to be the simplest. 

“Our office tries to accomplish the 
maximum during the first interview. 
We endeavor to get a man examined at 
the earliest possible moment and with 

(CONTINUED ON PAGE 9) 
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In order further to meet the demand for retirement in- 
comes among men who must also have protection for 
their families until their policies mature, the New York 
Life has just issued a new contract called the Annuity 


Endowment. 


SUEUR MOMOMO) 








This contract provides for an annuity of, say, $100 a 
month to start “automatically” at age 65 with an op- 
tion of $13,400 as a cash endowment in lieu thereof, 
and also provides guaranteed values in event of lapse. 
Provision is also made in this flexible contract for an- 
nuities to begin at various optional ages. 
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Insurance protection for beneficiaries is provided up to 
















i age 65. For a $100 monthly annuity, $10,000 or the B 
5 guaranteed cash value, whichever is greater, would be  §& 
% paid at death. The cash value would exceed $10,000 ff 
; in the later years of the contract. é 
5 & 
5 For women who want a retirement income without pro- § 
tection for their families, there are retirement, accumu- : 

lative and immediate annuities. For women who want 

a retirement income with protection for their families, 

there is a wide variety of endowment contracts with op- . 










tional annuities. All New York Life endowment or 
life policies now being issued offer the insured an an- 
nuity under the optional methods of settlement. 


The New York Life agent is thus well-equipped with 
contracts to meet the growing popular demand for life 
incomes guaranteed by a strong, legal reserve life in- 
surance company. 
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Send New Constitution of Ad 
Conference to All Members 





SIGNIFICANT CHANGES MADE 





President Putnam Points Out Benefits 
Derived From Return to First 
Principles 





Copies of the new constitution and 
by-laws adopted at the annual meeting 
of the Insurance Advertising Confer- 
ence in Briarcliff were mailed to mem- 
bers this week. Under provisions of 
the new constitution, the conference re- 
turns to its original status before adop- 
tion of the constitution at Toronto two 
years ago, which provided for separate 
officers for the life group and fire and 
casualty group. 

Officers hereafter will be elected to 
serve the conference as a whole, al- 
though members of the different groups 
are free to hold meetings at any time. 
The meeting of the life group will take 
place in New York this year, as it has 
for many years in the past during the 
week of the annual meeting of the As- 
sociation of Life Insurance Presidents. 


Changes Put in Effect 


Changes in effect are: Officers may 
be permitted to succeed themselves; 
there will be no nominating committee, 
nominations to be made from the floor; 
voting membership will be but one for 
each company, although companies may 
have more than one individual listed as 
members of the conference. 

The object of the constitution is to 
return to the first principles and remove 
all evidence of class lines. Hereafter 
there will be no separ-’ officers for 
the different groups. Sessions will be 
general open meetings, except in the 
case of those held by the executive com- 
mittee. 

One of the important innovations is 
that officers may succeed themselves. 
In the case of some offices it seems de- 
sirable for efficiency and economy that 
it be considered unnecessary to make a 
change in these offices each year, ac- 
cording to President H. H. Putnam, 
manager publicity department John 
Hancock Mutual Life. 

Provision for a nominating commit- 
tee has been taken out, and nominations 
will be made from the floor, thus giving 
opportunity for free discussion and ex- 
pression of opinion on the officers to be 


elected by members present at the 
meetings. ’ 
Another important change is that 


voting membership hereafter is to be 
but one for each company, although 
companies may have more than one in- 


dividual listed as a member of the 
conference. Mr, Putnam considers that 
this is an excellent provision and a 


source of strength to the conference. 


Freeman’s Combination Plan 

In the transcription of the remarks 
made by J. Douglas Freeman of the 
Equitable Life of New York in Balti- 
more at the Million Dollar Round Table, 
held in connection with the Chicago 
meeting of the National Association of 
Life Underwriters, some errors were 
made in the figures which he cited. In 
discussing his plan for the sale of a 
combination of a single premium life 
policy and a special life annuity, which 
he referred to as the “106” contract, 
Mr. Freeman was quoted as stating that 
if a prospect puts $106,000 in and carries 
the contract for 15 years, he will receive 
back in interest around $44,000 more 
than he put in. The figure that he gave 
for excess return over deposits for 15 
years was $40,845. It was stated fur- 
ther: “He could then draw out about 
$87,000 in cash.” The figure in that 
case should have been $78,000 instead 
of $87,000, the exact amount of the 
cash value on the combination policy at 
the 15th year being $78,426. 
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Fraternity Grieved as 
Montana Life Head Die; 
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HARRY R. CUNNINGHAM 


Harry R. Cunningham, president of 
the Montana Life, died at the family 
home in Helena Oct. 27. The funeral 


was held Oct. 31 at Helena under Ma- 





sonic auspices. u by tl 
His death was not unexpected by fF 
those close to him in a business way. a 
Three years ago, while addressing a big Rxamir 
gathering at Butte, he suffered a severe oO 
heart attack. From that time he looked P 
forward to the day when he would no 
longer be at the helm of the Montana § When | 
Life and gradually delegated the au- fanies are 
thority and responsibility for its man- fh the n 
agement to his associates. His final § are ser 
illness began two months ago when Bort and 
he contracted a severe cold while in Se- Bith will 
attle. He returned home, and was at Bird of the 
the Montana Life office several times, Byailable ; 
but his condition steadily became worse, fy; other 
and another heart attack left him too frictions, 
weak to rally. c Palme 
Mr. Cunningham’s Career med cc 
Mr. Cunningham is survived by his oon - 
widow, a daughter, Dorcas Cunning- Ho or 
ham, and a son, Alex B., assistant treas- sblic A 
urer of the Montana Life and a mem- aie 
ber of the board. Mr. Cunningham was at om 
born in Philadelphia April 28, 1868. He sie ra 
went to Montana in 1885 and was promi- ilies 
nent in Butte commercial and _ political ~~ 
affairs. He was private secretary to Policyh 











Senator Lee Mantle in Washington and 
for four years was assistant file and 
journal clerk of the United States Sen- 
ate. 
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Twice Elected Commissioner 


In 1904 he was elected state auditor 
and insurance commissioner of _Mon- 
tana, and reelected in 1908, resigning to 
become vice-president and general man- 
ager of the year-old Montana Life in 
December, 1911. For three years, while 
insurance commissioner, he was secre- 
tary of the National Convention of In- 
surance Commissioners. He was pres! 
dent of the American Life Convention 
in 1921 and at the time of his death 








was a member of the executive com- & 
mittee of the Life Insurance Sales Re- Fart of 
search Bureau. He was_ universally Okla 
loved because of the warmth of his na- 
ture and the benignness of his spirit. . 
OKLAI 
venige (rapa klahoma 
Set Notable One-Day Record fP"stitutic 
MILWAUKEE, Nov. 2.—Thurty- = ge 
seven selected agents of the “Prudential ber to { 
under S. J. Herzberg, manager of the @. alen 
ordinary department, secured 110 appli- n which 
cations for salary continuance, one and receding 
two-year income insurance, aggregating Ro, distur 
$397,580, in a one-day campaign be 4 erovi 
tween 8 a. m. and 11 p. m. In the weeks Byioe, gi. 
both preceding and following the cam roceedin, 
paign, business secured was relatively fort wa 
good, indicating little if any holding ortgage 








back on prospects for the one- ~day drive. Bios, cour 
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pmpanies Indicate Stand 
on Situation of Railroads 
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ould Like to See Revision of Rail- 
way Bankruptcy Act—No New 
Bond Issues as Yet 














YEW YORK, Nov. 2.—While there 
; been no concerted action on the 
t of life companies, a number of 
ne queried by N. B. Haley, assist- 
i to Joseph Eastman federal co- 
jinator of railroads, indicated that 
» would not view with favor any 
w issues Of railroad bonds until the 
~ncial position of the roads had been 
bined. The survey was undertaken 
arn the probable attitude of larger 
estors. 

Foremost among the changes which 
life companies would like to see 
fore looking again with favor on new 
wes of railroad bonds are revision of 
new railroad bankruptcy act to give 
rtgage bondholders better protection 
the event of reorganization; clarifica- 


























- n of the government’s attitude on the 

sident offpads’ rates, regulations, consolidations, 

ne family additional aid when the present law 

e funeralgpowering the RFC to lend to rail- 

nder Ma.(pes_has expired; ar4 subordination 
RFC loans as against bonds now 

ected bya’ by the public. 
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Open to Public in Illinois 
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Montana # When examination reports of com- 
the au-fknies are filed, approved and adopted 
its man- find the necessary orders incident there- 
His final BH are served on the companies, the re- 


zo. «when 
le in Se- 
| was at 


rt and orders in connection there- 
bith will be made an official public rec- 
rd of the Illinois insurance department, 




















al times, hailable at all times to any policyholder 
1€ worse, Mr other interested person without re- 
him too frictions, according to Insurance Direc- 
c Palmer of Illinois, who has so in- 
. rmed companies in a circular letter. 
by his The established custom has been 
‘uoninn hen these examinations are filed, 
ot (renee dopted and approved, they. become a 
. ublic record in the discretion of the 
tam was @rector: The statutes do not require 
g68. He Ft they be given general publicity 
5 promi- be available for the inspection of pol- 
ples yholders or any other interested 
political rties 3 
i Policyholders, Mr. Palmer stated, are 
ote eal ntitled to know all of the facts about 


¢ company, not only with regard to its 
amagement and future prospects, but 
s0 if things have been going on in the 


es Sen- 








wal fairs of the company which are sub- 
auditor Iect to justifiable criticism by the de- 
f Mon- Bartment, the policyholder should be 
ning to Batitled to see the record and the orders 
al man- Phich the department may enter. All 
Life m [hi the facts in the possession of the de- 
s, while Bartment in connection with the com- 
| secre- Bany’s investment, financial policy and 
of In- Bresent condition should be available to 
5 pres Brery policyholder or prospective policy- 
vention [Bolder. 

; death 
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rers y e ° 

his = Oklahoma Unconstitutional 
pirit. 


OKLAHOMA CITY, Nov. 2.—The 
klahoma supreme court has held un- 
onstitutional a provision in the mort- 
age moratorium law prohibiting fore- 


-ord 


Thirty- He tori 

dential @ UTE until nine months after the an- 
of the Mt’ to the suit has been filed. The 
appli- kw also provided a nine-month period 
ne and which to answer after forecloseure 
rating ocedings had been started. This was 


be disturbed by the court's decision. 


a A provision of the law giving district 









weeks 

. cam- [a '8°S discretion to continue foreclosure 

atively Ieecc’dings from time to time, when an 

‘olding Mt Was being made to pay off the 

drive. Me. e28¢, also was sustained by the 
eh court. It had been contended that 
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if the law should oeeendl in all its pro- 
visions, it would be equivalent to im- 
pairment of contracts, and this the state 
could not allow, even though the legis- 
lature acted. 

It is possible the state court will be 
requested to defer final action in making 
its decision effective until the United 
States court had pased on a similar ap- 
peal from the Minnesota court. The 
state court’s decision would become ef- 
fective 15 days after rendition, when a 
mandate would be issued. Application 
for rehearing is contemplated, but if the 
matter may be suspended pending 
action by the higher court on the Min- 
neapolis case, all points may be thus 
solved. 


Resourceful Campaign Put 
On by Yeomen Mutual Life 


Resourcefulness is being displayed by 
the agency department of the Yeoman 
Mutual Life of Des Moines in conduct- 
ing the campaign in honor of President 
A. H. Hoffman from Oct. 23 to Dec. 2. 
The campaign is represented as a war 
against penniless old age, dependency of 
widows and orphans and hardship to 
families caused by failure to provide for 
the future. A few days prior to the 
“declaration of war” being sent to the 








agents, cartoons of the “teaser” variety 
went out. The “declaration of war” is 
then sent out together with a response 
from the agency department. The next 
day is mailed the sealed order or the 
individual quota of the agent. The next 
day the war trophy catalogue is mailed, 
containing pictures of the various prizes. 
The following day each agent of the 
company receives his commission. 

During the campaign various home 
office assistance will be rendered in the 
way of prospecting particularly and also 
a special policy program. 


Examination Work Crippled 

AUSTIN, TEX., Nov. 2.—The re- 
striction imposed by the last session of 
the legislature, limiting the expenses of 
the examiners of the Texas department 
to $3.60 per day, is seriously hamper- 
ing the department’s examination work, 
according to R. L. Daniel, chairman of 
the state insurance board, who says 
that the examiners can hardly get by on 
less than $7 per day, on trips to the 
east, where most of the large companies 
are domiciled. The companies are re- 
quired to pay the expense of these ex- 
aminations and Judge Daniel is trying 


to figure some way to continue the 
work, in spite of the expense limita- 
tion. He says that suspension of ex- 








amination work would mean a big loss 
to the state, as more than $100,000 in 
delinquent taxes was collected as a re- 
sult of examinations made last year. 


Installs District Supervisors 


A system of district supervisors is 
being instituted by the Business Men's 
Assurance in well-developed states and 
in localities where there are enough 
salesmen to warrant it. A district su- 
pervisor must have had at least three 
years’ sales experience with the com- 
pany; must have been a member of the 
Grant Club, the company’s star sales 
organization, at least two years; and 
must have a satisfactory record of re- 
newals and claims. 

Supervisors appointed to date are: R. 
E. Sanders, C. F. Ramsey, T. D. Dann, 
and M. G. Smith, California; N. H. Mc- 
Kee, R. C. Francisco and E. J. Ward, 
Missouri; J. D. Pasho, W. E. Bryarly, 
Bert Flemins, O. B. Krebdorn and F. B 
Martin, Texas. 


Discuss Current Problems 


The San Antonio (Tex.) Managers 
Club’s monthly meeting with J. L. Law- 
rence presiding, was given over to a 
discussion of problems resulting from 
recent developments in life companies. 
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THE MINNESOTA MUTUAL LIFE INSURANCE 


ORGANIZED SELLING METHODS 


Effective, tested methods of telling a convincing story have now 
been developed for Minnesota Mutual Field Men to fit several 
"life situations" — 


With us you have a way to find and proceed effectively with 
Young Men 
Employed Women 


Men who have to rebuild their whole program 


A Minnesota Mutual representative knows how to keep supplied 
with such prospects to see—and he knows what to do when he 
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Saint Paul, 














6 


THE NATIONAL UNDERWRITER 


November 3, 3g 








Illinois Life Companies 
May Issue Preferred Stock 





ATTORNEY GENERAL’S RULING 





Another Opinion Puts Assessment Com- 
pany Certificates Under State 
Securities Act 





Attorney General Kerner of Illinois 
has rendered an opinion that a stock life 
insurance company of that state may 
issue preferred stock, if the consent of 
all holders of outstanding common stock 
is obtained and if preferred stock is first 
offered to the present stockholders for 
a reasonable length of time, sufficient to 
afford the present stockholders an op- 
portunity to subscribe for their propor- 
tionate share. 

The opinion was given in response to 
an inquiry from Insurance Director Pal- 
mer, who said several Illinois life com- 
panies are considering taking advantage 
of the federal statute which permits the 
Reconstruction Finance Corporation to 
subscribe to the capital stock or to pur- 
chase capital notes of an existing insur- 
ance company or of a company formed 


for the purpose of reinsuring or taking 
over the business of another company. 

Kerner expressed the belief a stock 
life company in process of organization 
may not issue preferred stock at the 
same time common stock is being issued. 

The attorney general has delivered an- 
other opinion that guarantee fund cer- 
tificates sold by companies organized 
under the 1927 life assessment act of 
Illinois must be qualified under the IIli- 
nois securities act. One method by 
which an assessment company may qual- 
ify in Illincis is to set up a guarantee 
fund of not less than $10,000 and have 
250 applications for insurance. Interest 
on the fund shall not exceed 7 percent 
and the interest shall be paid and the 
principal retired only out of the earned 
surplus of the company. 

In another opinion, Kerner expressed 
the belief a fraternal beneficiary society, 
which has created a reserve fund far in 
excess of the required amount, does not 
have the power to enact a by-law pro- 
viding for the use of the excess of such 
reserve fund for any purpose other than 
the payment of death and disability 
claims. In the event the reserve fund 
becomes too large, he said, the society 
might enact a by-law reducing the pre- 
scribed accumulations or percentages ac- 
cruing to the reserve fund. 





Again Kerner gave the opinion that 


special assessment vouchers issued by 
the board of local improvements of Chi- 
cago may not be deposited with the in- 
surance department as part of the volun- 
tary deposit of an insurance company 
organized under the assessment act of 
1893. 


Cornerstone Is Laid for 


New Ohio National Building 


On Wednesday the offices and di- 
rectors of the Ohio National Life of 
Cincinnati laid the cornerstone of the 
new home office building located at 2400 
Reading road. Many notable speakers 
were on hand for the occasion including 
T. H. Tangeman, state director of com- 
merce. A luncheon preceded the cor- 
nerstone laying, which more than 350 
attended. The toastmaster was Russell 
Wilson, mayor of Cincinnati. Superin- 
tendent of Insurance C. T. Warner was 
present. 

The new structure which includes a 
complete remodeling of the building now 
on the site will cost $350,000 and will 
be ready for occupancy March 1. 





A life insurance institute was held in 
Richmond, Va., under the direction of 
H. J. Wisehaupt of Cleveland, sponsored 





by general agents and local companies. 
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Commissioners in Drive 
on Unlicensed Association, 








SALEM, ORE., Nov. 2.—Namiy 
specifically 14 benefit societies ang , 
sessment organizations which are solic 
ing business in Oregon but are not | 
censed in this state, Commissioy 
Averill warns prospective buyers th 
“cheap insurance is seldom of my 
value when the actual need for prot 
tion arises, especially so if the compa 
issuing the policy is not licensed 
transact business in this state.” 17 
companies listed by Commissioner Aye 
ill are as follows: Postal Life & (, 
ualty, Kansas City; National Aid & 
ciety, Springfield, Ill.; National Pr 
tective Insurance Association, Kans 
City; Western Pacific Health Associs 
tion, San Francisco; Capital Muty 
Benefit Association, Denver; Sterlj 
Association, Beverly Hills, Cal.; \ 
tional Security Association, Bever 
Hills; National Accident Societ 
Springfield, Ill.; New Deal Burial Assq 
ciation, Dallas, Tex.; Economic Mut 
Life Association, Los Angeles; Capit 
States Benefit Association, Willow Hil 
lll.; American Aid Association, Sout 
Bend, Ind.; All-American Associatio; 
Hollywood, Cal.; Policyholders Life | 
surance Association, Los Angeles. 


OKLAHOMA DECLARES WAR 


OKLAHOMA CITY, Nov. 2.—Cor 
missioner Read has declared war on w 
licensed life companies and association 
which are steadily increasing their oper 
tions in Oklahoma. There are 10 « 
12 foreign concerns operating in Oks 
homa, which advertise their policies j 
the papers and sell them by mail. Mo: 
of them have no appointed agents—n 
even a service agent. No license hd 
been granted to such companies; the 
write no policy form that is approv 
under Oklahoma laws, and do not 
erate under supervision of the Oklahom 
department. They are mostly assessmer 
companies organized under special law 
in their own states, including IlIlinoi 
Indiana, Louisiana, Texas and Califor 
nia. 


ARKANSAS TAKES ACTION 
LITTLE ROCK, Nov. 2.—Encouw 


aged by the easy flow of money durin 
the farm marketing 


Arkansas department is receiving dail 
complaints regarding activities of agent 
of unlicensed companies and _ associ 
tions. 
that purchasers in dealing with um 
known agents demand the exhibit o 
Arkansas license. 

“Most of these wildcat companie 
style themselves insurance ‘associa 
tions.’ Some are writing life insurane 
and others fire risks,” i 
Gentry said. “Some of them, it a 
pears, operate under assumed or fals 


them. 
to seek insurance protection only from 
companies authorized in Arkansas. 


Oklahoma Fraternal Election 


OKLAHOMA CITY, Nov. 2.—R. ! 
Kuntz of the Maccabees was reelecte 
president of the Oklahoma Fratern 
Congress at its annual convention. Rut 
Meadows was elected first vice-pres 
dent; E. M. Bailey, second vice-pres 
dent; M. P. Estes, third vice-presidet 
and Eva Ryan, El Reno, secretary-treas 
urer. Among the speakers were C. 4 
Biggs, Detroit; G. L. Bowman and § 
L. Chase. 


Dividend Scale Unchanged 


BOSTON, Nov. 2.—The 1934 dit 
dend scale of the New England Mutvé 
will not be changed from the 1% 
basis, directors decided. On _ proceté 
left at guaranteed interest the rate b® 











been 4.75 percent. The directors ™ 
duced the figure to 4.25 percent. 
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: On Oct. 27, O. F. Gilliom, general 
-Namiy wnt Lincoln National Life, Berne, 
ties and 4, completed his 1,000th consecutive 
h are soli@l .kly application, which marks a pe- 
are not #4 of consistent life insurance produc- 
OMmMissioy nm of 19 years and 12 weeks. 
buyers th In honor of this achievement, the 
mM Of mudi me office gave a surprise dinner for 
Ss Prote@y, Gilliom in his home town on the 
1€ COMpai ning of the day that marked the com- 
licensed tion of the great record. A. L. Dern, 
tate. «e-president and manager of agencies, 
sioner Avegl..¢ as toastmaster. Fourteen of Mr. 
stile & (; jiom’s agents and their wives were 
‘al Aid Sif cent, as well as a number of home 
tonal Price officials. 
“\ Prone Newest Applicants Present 
tal Mutu Mr. Gilliom’s applicants during his 


r; Sterlinggoooth week of consecutive weekly pro- 






Cal.; Nduction, Harry and Oscar Meshberger— 
n, Beveriliere also guests of honor. At the close 
't Sociesb§ the program, Vice-president Dern 


Jurial Assairesented Mr. Gilliom a special parch- 
mic Mutuliment scroll in recognition of his work. 
es; Capitdm The consecutive weekly production ac- 
Villow Hilivities of Mr. Gilliom have paid him 
ion, Soutell. They have been a prime factor 
\ssociatiogin the numerous honors which he has 
rs Life gion in the company. He has been listed 






geles. ix times during his career as the lead- 
ng producer for the entire country for 
WaR [Biscompany. His name appears carved 
2°—Cone the limestone walls of the home of- 
ne Pe ee lobby, attesting this fact. He has 
ssociatioal! "25 been a consistent member of all 
hei “he company production honor clubs. 
eir oper 
are 10. Method Based on Definite Plan 
; in Okla Mr. Gilliom’s method in writing busi- 
policies iffness is based on a definite plan. He 
nail. Mogffollows the procedure of making three 


zents—n@inew appointments with three new pros- 
cense halipects every day in addition to his regu- 
nies; the 
approv 
O not o 


Oklahom 


lowa Reference Book Is Out 


ecial layggcomplete Compendium of Information 
Comes from the Press of The 
National Underwriter 











g Illinoi 
d Califor 





The Underwriters’ Hand-Book of 
lowa for 1933 has just come from the 
press of THe NATIONAL UNDERWRITER. 
This book is of value to agents, brokers 
and companies interested in insurance in 
lowa. Over 50,000 licenses are issued 
annually by the Iowa insurance depart- 
ment and these are all copied by the 
publishers and arranged in convenient 
form in the “Agency Directory.” Fig- 
ures showing premiums and losses for 
sx years for fire insurance, two years 
lor casualty insurance, classified as to 
ines, and six years of insurance written 
and insurance in force for life insurance 
in lowa have been copied in advance of 
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lar follow-up. This, coupled with his 
vitality and capacity for work and his 
firm belief in the power of momentum, 
have accounted for his remarkable pro- 
duction record. 

Although he does business in a town 
of less than 1,800 population, the vol- 
ume and quality of his business has re- 
mained excellent. It was once said by 
a friend of his that “you can’t throw a 
rock anywhere on the main street of 
Berne without hitting one of Gilliom’s 
patrons.” His lapse ratio this year is 
but 4.1 percent. 


0, F. GILLIOM 


Iowa thoroughly and includes lists of 
companies operating in the state with 
their statements and field forces, local 
organizations, insurance laws, town 
classifications for fire protection, ad- 
justers, attorneys, field men, general 
agents, local companies, etc. It is a very 
convenient book for any one interested 
in insurance in that state. 


Federal Life Michigan Meeting 


DETROIT, Nov. 2.—Michigan agents 
of the Federal Life held a regional con- 
vention here in charge of J. E. Ferrari, 
state manager. H. B. Thompson, execu- 
tive secretary Qualified Life Underwrit- 
ers, discussed “Problems of the Life 
Underwriter.” W. O. Kronner, insur- 
ance attorney, talked on “Now Is the 
Time.” George Barmore, vice-president 
and superintendent of agencies, dis- 
cussed the new income continuance plan. 

















nissione™ the publication of the Iowa report and | M. E. Ryan, Ferrari Agency, and W. R. 
|, it apgfare included in this new book. Dean, vice-president Detroit agency were 
or fal This new edition covers insurance in ! also on the program. 
overtake 
11d lear 
ily from 
a" [| MICHIGAN AGENTS 
sim || NOTICE 
7 om| We have opportunities for con- 
—R.! sistent producers in Battle Creek, ° 
eelecte Grand Rapids, Flint and Saginaw, Insurance men interested 
‘raterna on liberal commission and guaran- in increasing their in- 
n. Rut@l) teed salary contract. Only reput- ° ° ° 
ce-pres@l | able agents who have maintained come write immediately. 
edi oe! consistent production in 1933 need 
residen apply—write detailed experience to Box X-97 ? 
‘y-treasi| Box X-98, The National Under- The National Underwriter 
e ©. “| writer. All replies held in con- 123 William Street 
and fidence. New York, N. Y. 
ed 
JOURN 

+ aig | AL INSTITUTE OF ACTUARIES For Sale 

va > Volumes: Vols. 6, 10 43, both i sive; . . . C : ~ 1: 
Mute i missing parts Ne Behe | ne Medical impairment file with filing 
c 6 (4). Remaining volumes complete, bound equipment. Complete United States 
rocee nee cat. all in fine shape except two bind- service to September 16, 1933. Make 

ings. Of ritec < oes’ 7 

ate ha  ptage invited for whole. ; offer to X99, The National Under- 
ors f on, to Box X-96, The National Under- writer. 


























































“ 


. . - is Union Central’s 
answer to the question every 
agent has asked himself: “How 
can I make my prospect see 
the vital necessity of adequate 
life insurance even in these 
times?” Through brief, convinc- 
ing presentations, supported by 


o 
5 


in leading national publications 


sincere, dramatic advertisin 


and over the Columbia Broad- 
casting System, the prospect is 
able to see life insurance as 
something of immediate impor- 
tance. And the agent sees 
results in more applications. 
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Dl 
UNION CENTRAL LIFE INSURANCE 
Company 


CINCINNATI, OHIO 
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The Hdeal Inheritance 


A wealthy man recently utilized 
a novel, yet wise, method of provid- 
ing an income for his son, then a 
student. 


While he was still alive this 
thoughtful father pur- 
chased a Prudential Re- 
fund Annuity, giving the 
youth an income of $400 
a month for life. 


The adoption of a “spend- 
thrift” clause will prevent 
the assigning or commit- 
ing of the income. 





J THE 
‘ PRUDENTIAL 


Has THE 


Che Prudential 
Jnsurance Company of America 


* STRENGTH OF 
/ GIBRALTAR / / 


Newark, New Jersey 

















* Preferred Risk Rates 
*Cash settlement 
*Life Income 

* Insurance Protection 
*Flexible Maturity Dates 
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Make Distribution 
from Illinois Life 
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should be paid, objecting in all other in- 
stances to the amount claimed. 

Dissents were filed with the receiver 
upon 1,683 policies, having reserve 
value $482,033, and no claims have been 
filed with the receiver upon such pol- 
icies. The receiver stated that claims 
may be filed under these and asked in- 
structions of the court how to treat 
such claims if filed. 

The receiver reported total reserves 
$24,281,462 under Illinois Life policies, 
the sum being made up as follows: Re- 
serves on policies upon which dissent 
and claims have been filed, $2,957,233; 
reserves on policies on which dissent 
has been filed but no claims filed, $482,- 
033; reserves on all other policies, $20,- 
814,194. 

An important. aggregation of claims 
not touched upon by the receiver in his 
report is for allowance of attorney’s 
fees and expenses of counsel for the 
various groups of policyholders, stock- 
holders, et al, who took part in the 
long litigation. 

Petitions for allowance of approxi- 
mately $90,000 in payment for these 
services were filed with the recever by 
a number of law firms, most of the pe- 
titions being filed on same day. 


Large Fees Are Sought 


Outstanding in this group was the 
claim of David D. Stansbury, counsel 
for J. P. Sullivan, asking $25,000 al- 
lowance. Another large allowance of 
$30,000 fees and expenses in addition was 
asked by Theodore Kiggins and E. R. 
Elliott, who represented a policyholders’ 
protective committee headed by James 
Krume. 

Tenney, Harding Sherman & Rogers, 
attorneys for the petitioning creditor, 
Mrs. Layton, asked $5,000 for R. D. 
Keehn and C. E. McGuire, for Mrs. 
Wharf, a policyholder, asked $11,000; 
Coppenhusen, Johnston, Thompson & 
Cole, representing Julius Abrahamson 
and Harold Dierendorff, asked $2,288 ex- 
penses and “reasonable compensation.” 
This legal firm presented a mutualization 
plan in the court hearings some time ago. 

H. J. Friedman, H. L. Perlman and 
Harry Hoffman, representing another 
group, asked a “reasonable allowance” 
for their fees and expenses, not stipu- 
lating amount. Kirkland, Fleming, 
Green & Martin asked $6,993 for serv- 
ices rendered in trying to secure an 
R. F. C. loan for the Illinois Life in 
October and November, 1932, prior to 
the receivership, and in services to the 
company up to the time a receiver was 
appointed last year. 

Objection has been filed aaginst al- 
lowance of so large an amount for fees 
and expenses of groups, some of whom 
it is said were concerned only with their 
private interests, served to delay final 
determination for many months by inter- 
posing technical objections, and gave no 
service to the Illinois Life of its policy- 
holders. 

The receiver has taken a neutral at- 
titude regarding these claims for fees, 
merely setting up that none of the at- 
torneys was employed by him nor did 
anything at his request. It remains for 
the attorneys to attempt to prove that 
they discharged services valuable to the 
Illinois Life and its policyholders, and/ 
or brought some assets into the estate. 

The court has allowed $130,000, con- 
sisting of $10,000 each to three mem- 
bers of an advisory board of three at- 
torneys, in final settlement, and $50,000 
each on account to Receiver Abel Davis 
and his counsel. 

The number and percentage of pol- 
icyholders who dissented and refused to 
accept the reinsurance plan is considered 
by some interested persons as being very 
large, in view of the fact that the re- 
ceiver had isued a call directed solely 
to those who might dissent and stipu- 
lating that silence would presuppose 
consent. It had been estimated by some 
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John W. Murphy, 
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manager of the Pan-American Life, basora 
elected president of the New Orlm?! Gt 
Advertising Club at its annual mem’o” > 
ingf. He was vice-president the », mG 
year. er 

E. W. Allen of Allen & Schmjmhonest : 
general agents in New York City of am > & 
New England Mutual Life, has retyrpgm mat!" 
from a four weeks’ motor trip throygm tee 1° 
the south and middle west. He visiz “Don 
a number of New England Mutual gy aaey, 

actic 


eral agencies en route. D 
jo. 


T. E. Hartmann of Newark, New Jefgway- ! 
sey general agent New England Mutyiil not get 
Life, was honored at a testimonial dif before. 
ner of the Optimist Internationat oj ‘no’ is 
ganization. He was presented with is only 
handsome crystal goblet set and a basa “If ¥ 
of chrysanthemums, which he  turnecase of 
over to his aged mother, well in ¢ygcient c 
80s, who was a guest at the dinne[mis wron 
Speakers included W. R. Baker, formefffis a 20° 
president Life Underwriters Associatiog We mv 
of Northern New Jersey; J. F. Shindelffselves + 
associate general agent New Englanmmers.” 











































Mutual, and J. A. Matthews, gener The : 
counsel in New Jersey for the Genenfwas gi 
Accident. Group | 
W. A. White, general agent of th o 
John Hancock Mutual in Newark, halo Mr. 
just rounded out 30 years of continuo [py ey 
service with the company. of peop 
= = “(1) 

9 

interests that the dissenters might tots ) a 
5 percent and that 10 percent would \ _o = 
the maximum. whose 
The dissenters will participate in a — 
“Illinois Life fund” to be set up by th — : 
Central Life in return for taking ov the = 
Illinois Life assets. The receiver is t _ r 
be given control of this fund, out ¢ > 


which he will pay expenses and make 
distribution to dissenting policyholder 
and other claimants. 


New Court Attack Made on 
Missouri State Life Sak 





ST. LOUIS, Nov. 2.—Suit has bees 
filed in federal court here by B. H 
Giles of Dallas, Tex., holder of a $10,00 
policy in the Missouri State Life, ask 
ing the court to set aside the sale agree 
ment under which the General Amer 
ican Life acquired control of the com 
pany s assets. 

It seeks to raise a_constitutiond 
question by asserting that Giles has 
been deprived of his property without 
due process of law through the 50 per 
cent lien placed on policy reserve 
under the sale agreement, which is a 
tacked as “an illegal scheme.” 

Superintendent O’Malley said the a 
legations were “ridiculous” and abse 
lutely without foundation. 

The petition also asks appointment 
of a receiver to institute ancillary rt 
ceiverships in other states, in order to 
bring all of the assets of the Missoun 
State Life under control of the court 
A temporary injunction was sought to 
restrain the General American Lit 
from distributing any of the assets 0 
the Missouri State Life. 


Western & Southern Broadcast 


The Western & Southern Life has a 
ranged for a series of radio messages 
be broadcast over Station WKRC, Cit 
cinnati, on each Saturday at 7:45 p. ™ 
for 13 weeks, beginning Nov. 4. The 
addresses wil! be devoted to a discu® 
sion of the functions of life insuramec 
in the business and social structure, with 
particular emphasis on the necessity fo 
adequate knowledge of the business by 
those who serve the public. The me 
sages will be broadcast by W. F. Mo 
loy, known on the air as Dol. R. Bil 
During the series occasional addresseé 





will be delivered by President Williams. 
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PRACTICAL SALES TIPS GIVEN IN CONGRESS 
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(CONTINUED FROM PAGE 3) 


, minimum of effort. We use every 
honorable method available to accom- 
plish this. The things to accomplish in 
your first interview, if humanly possi- 
ble, are: 

“1, Get your prospect examined. 

“9 Get his policies for an intelligent, 
honest audit. 

“3 Get date of birth and other infor- 
mation aS a minimum in setting the 
stage for a call back. 

“Don’t ask the prospect to think, 
thereby putting the burden on him. Get 
action by actually telling him what to 
do. Drive forward in a gentlemanly 
way. If you ask for something and do 
not get it, you are no worse off than 
before. You must assume consent. The 
‘no’ is thundered but the ‘yes’ at best 
is only whispered. 

“If you are not selling it is either a 
case of not working, not showing suffi- 
cient courage or your prospecting plan 
is wrong. The life insurance salesman 
isa good dreamer with a balance wheel. 
We must have definite objectives our- 
selves and then develop them for oth- 
ers. 

The afternoon session of the congress 
was given over to group discussions. 
Group 1, for insurance men of two years 
or less experience, took up “Organized 
Selling Methods” under the leadership 
of Mr. Dawson. 

In every agency there are three classes 
of people, said Mr. Dawson: 

“(1) Strong men who are successful. 
(2) middle class producers—the back- 
bone of the agency. These are the ones 
whose production will average around a 
quarter of a million. We can learn most 
from this middle group. (3) New men 
and small producers. In every agency 
there are men of ability who do nothing 
about it. 
“Put 


the pressure on yourself and 








master prospecting for it is the start of 
the selling process. You can get better 
prospects from the man you haven't 
sold than the one you have because if he 
turns you down he feels obligated.” 

Group 2, for men of two to five years’ 
insurance experience, was led by Holgar 
J. Johnson, Penn Mutual general agent 
in Pittsburgh. “Increasing the Effec- 
tiveness and Production Results of the 
Established Agent,” was discussed. Mr. 
Johnson gave an informal review of re- 
sults generally obtained by the agent of 
two years or more standing who has 
become financially established. The 
small buyer’s market up to $15,000 is 
vastly important today, he said. In the 
discussion many topics were taken up, 
including visual selling, bank plan sell- 
ing, annuity and single premium con- 
tracts, service of old business after cer- 
tain hours, night calls, prospecting, trust 
company co-operation, the 30-10-10 plan, 
weekly production and direct mail ad- 
vertising. 

Roth Leads Millionaires 


Group 3 was designated the “Million 
Dollar Round Table,” composed of ex- 
perienced producers who either write or 
aspire to write that amount a year. L. 
C. Roth, Mutual Benefit Life agent and 
president Buffalo Life Underwriters 
Association, led the discussion on 
“Thinking Right.” 

The successful salesman, said Mr. 
Roth, will always keep the two main re- 


‘quirements of a prospect before him— 


the need and the ability to pay. “An- 
alyze your own production of the past 
and find out what types or classes of 
people you have sold. Then follow 
through in the field you appear best fit- 
ted to serve.” 

Supervisors met in Group 4 under the 
leadership of E. G. Johnson, associate 





general agent Penn Mutual Life at Pitts- 
burgh. Three problems of the super- 
visor as outlined by Mr. Johnson, were 
recruiting, training and stimulation of 
the old agent. 

Following the group meetings, George 
E Lackey, Detroit general agent 
Massachusetts Mutual Life, spoke on 
“Modern Trends in Life Insurance 
Selling.” 


Women, Children Good Prospects 


Women and juniors are a big out- 
let for insurance today, said Mr. Lackey. 
“Sell annuities to one and five-day old 
children and present a plan for them. 
Age 40 has been found the most ad- 
vantageous of all for they get the maxi- 
mum value per dollar at that level. With 
many people having scarcely enough 
left to pay for a decent burial when 
they die, it is easy to see that the life 
insurance field is still practically un- 
touched.” 

C. W. Hippard, president Cleveland 
association, welcomed the visitors. E. 
W. Brailey was chairman of the morn- 
ing session and E. B. Fisher in the 
afternoon. 


Receiver Wins Suit 

The Alabama supreme court has up- 
held judgment against the National 
Surety under a fidelity bond issued to 
the now defunct Citizens Life of Hunts- 
ville, Ala. The suit was brought by 
Frank Julian as receiver. The loss was 
caused by the dishonesty of three offi- 
cers of the Citizens Life. 

The National Surety contended the 
various counts in the suit should have 
averred that the obligee gave affirmative 
proof of loss within three months after 
discovery and that being omissive of 
such an averment, the several counts 
were defective. 

The supreme 
essential that 
averred compliance 
tions. 


was not 
have 
condi- 


held it 
should 
those 


court 
Mr. Julian 
with 





Many Papers Submitted 
in Rome Actuarial Meet 











Details as to the program for the 
meeting in Rome next May of the In- 
ternational Congress of Actuaries were 
given by Robert Henderson, vice-presi- 
dent and actuary Equitable, New York, 
at the fall meeting in Chicago of the 
Actuarial Society of America and the 
American Institute of Actuaries. J. S. 
Thompson, vice-president and mathema- 
tician Mutual Benefit, is to be chairman 
of the congress. 

A number of papers already have been 
submitted. Among these are: Unem- 
ployment insurance, J. D. Craig, actuary 
Metropolitan, and Henry Moir, presi- 
dent United States Life; disability, Ar- 
thur Hunter, vice-president and actuary 
New York Life; group insurance, W. J. 
Graham, vice-president Equitable Lite 
of New York, and W. R. Williamson, 
Travelers; select and aggregate tables, 
J. S. Thompson; actuarial notations and 
financial operations of sickness insur- 
ance, Professor H. L. Rietz, University 
of Iowa; finances and investments, M. 
A. Linton, president Provident Mutual; 
premiums and reserves for public liabil- 
ity insurance, William Leslie, associate 
manager National Bureau of Casualty 
& Surety Underwriters; aviation risks, 
J. E. Hoskins, assistant actuary, Trav- 
elers, and H. R. Bassford, assistant ac- 
tuary, Metropolitan. 

J. G. Parker, actuary Imperial Life, 
Toronto, outlined some papers to be 
submitted by Canadian actuaries. 


Adds 24 New Members 

Since the organization meeting of the 
Life Advertisers Association in Chicago, 
24 additional life companies have applied 
for charter membership, according to an- 
nouncement of President Nelson A. 
White, who is connected with the Provi- 
dent Mutual. 
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Courting the Old Man Again 


Durinc the last two years or so, the 
fact has been recognized and emphasized 
that the production of experienced 
agents has been at a low ebb, while new 
organization has been able to make some 
headway. Many agency executives and 
managers have operated accordingly, de- 
voting their energies to recruiting and 
training new men to the exclusion of 
counseling and aiding the older heads. 

At the CHIcaco meeting of the Asso- 
CIATION OF Lir—E AGENCY OFFICERS and 
Lire INSURANCE SALES RESEARCH BUREAU, 
two leaders among agency executives 
made the assertion that an injustice is 
being done the older agents in this pro- 
cedure. These champions of the old 
agents were W. W. JAEGER, vice-president 
of the BAnKers Lire or Iowa, and JoHn 
A. STEVENSON, home office general agent 
of the Penn Mutuat Lire. Their obser- 
vations were made in spirited fashion 
and the audience was obviously im- 
pressed. A change of attitude on the 
part of agency operators towards the old 
agent may be anticipated because those 
attending the joint meeting of those as- 
sociations are responsive to ideas and 
are quick to put into operation suggested 
practices, which seem reasonable and 
feasible. The older men may now ex- 
pect to be courted again. 

Several reasons have been advanced 
for the poor showing of the older men 
during the depression. Many of them 
had developed a clientele and have been 
depending on the members of this group 
to keep adding to their insurance pro- 
gram and had gotten out of the habit of 
making new contacts. When the depres- 
sion hit, this group of customers lost its 
buying power, was not able to purchase 
additional insurance and was forced to 
drop much existing insurance. 

Then, the time of the old agent was 
consumed to a great extent in service 
work. Customers were forced to drop 
some of their insurance. The question 
was, which policies to drop? Policyhold- 
ers who were in trouble would call on 
their insurance man time and again for 
advice. A program might be worked 
out and then the policyholder might 


change his mind about some feature of 
it and seek another interview. As JOHN 
A. STEVENSON remarked, the older men are 
suffering today because they did their 
work so well in the past. That is, the 
insurance estates which they created in 
the past, are now making heavy demands 
on their time. Another factor, which 
many agency executives contend is true, 
is that the older men have not been will- 
ing to adopt the methods of planned 
prospecting, organized presentation, time 
control, etc. On the other thand, the 
new men have been responsive to this 
technique. 

The younger men, undoubtedly, have 
made a better comparative showing, be- 
cause of the fact that, starting in busi- 
ness, they have been able to place insur- 
ance with their circle of friends and rel- 
atives. That has always been true and 
many high pressure sales organizations 
outside of insurance have exploited that 
circumstance. As many new men ,as 
could be rounded up were given con- 
tracts, then as soon as they ‘had com- 
pleted canvassing their circles of friends, 
were permitted to drift out. A perma- 
nent organization cannot be built on that 
basis. 

Perhaps agency executives have not 
been properly sympathetic with the old 
men, who have disdained the organized 
sales talk, etc. The older agents were 
given an opportunity, in class room or 
group work, to adopt this new technique 
and when they failed to respond, they 
were discarded as unregenerate. The old 
agent cannot be censured too severely 
for not adopting these plans. They may 
not have been presented to him prop- 
erly. In spite of all that has been said, 
it is difficult to make an organized pres- 
entation seem genuine. Enthusiastic ren- 
ditions of sales talks in a class room by 
earnest young men might not illogically 
appear juvenile to the case-hardened 
veteran. 

Both Mr. STEVENSON and Mr. JAEGER 
warned against attempting to rehabilitate 
the old man through classroom or group 
instruction. They must be treated as 
mature men and as individuals. Their 


PERSONAL SIDE OF BUSINESS 





George I. Cochran, president of the 
Pacific Mutual Life and president of the 
board University of Southern California, 
is to be the guest of honor at a banquet 
Nov. 18 tendered by the board, faculty, 
alumni and students of the university 
in recognition of ‘his contributions to the 
institution since 1893, when he became 
trustee. 

. T. Mayall, vice-president of the 
Sentinel Life and the American Savings 
Life, has been elected to the honorary 
33rd degree of Masonry by the supreme 
council. 

Wood Arnold, vice-president Kansas 
City Life, is recuperating at a hospital 
from a major operation. 

B. F. Bushman, president Federal Re- 
serve Life, who recently underwent an 
appendicitis operation, is reported well 
on the way to recovery and is expected 
to return home this week. 


The National Guardian Life of Madi- 
son, Wis., is issuing a very sprightly 
agency bulletin called the “Guardsman,” 
presided over chiefly by the energetic 
Assistant Secretary Paul F. Cranefield. 


L. J. Dougherty, president of the 
Guaranty Life of Davenport, is vice- 
president of the newly launched Insur- 
ance Federation of Iowa, formally or- 
ganized at a meeting in Des Moines last 
week. J. Dillard Hall, Iowa and Ne- 
braska manager of the United States Fi- 
delity & Guaranty, is president of the 
federation. 

By vote of policyholders, the policy- 
holders’ bulletin of the Business Men’s 
Assurance has been named “Voice of B. 
M. A.” The publication will be edited 
by Miss Chlo Peterson, director of pub- 
licity. 


Morgan B. Brainard, president of the 
Aetna Life, accompanied by other offi- 
cials of the company, including S. T. 
Whatley, vice-president; Dr. D. B. Cra- 
gin, medical director, and R. B. Cool- 
idge, assistant superintendent of agen- 
cies, has been making his first official 
visit to Canada and to the Toronto 
branch. 


George B. Woods, president and man- 
aging director of the Continental Life 
of Toronto, died at his home there. Al- 
though in poor health for some time, 
Mr. Woods retained active interest in 
business and was at his office only two 
days before his death. He founded the 
Continental Life in 1899 and had been 
associated with the company in its 
growth since that time. 


Dominador B. Ambrosio, educational 
and advertising manager and second as- 
sistant general agent of the Insular Life 
of Manila, P. I., was an interested at- 
tendant at the meeting in Chicago of 
the Life Agency Officers and Sales Re- 
search Bureau. He is the official repre- 
sentative of his company at the world 








individual circumstances and problems 
must be pondered by the general agent. 
Their situation must be surveyed and 
advice given that is pertinent. Time 
spent in redeveloping the older men is 
likely to be more profitable than the 
same amount of time spent in recruiting 
and training new men. Greater skill or 
possibly a different kind of skill is re- 
quired in this individual counseling than 
in gathering together new men, giving 
them mass education and _ inspiration 
that may be more or less stereotyped 
and sending them on their way. A 








fair. After leaving Chicago he plan; 
to visit other cities in the east and wey 
and to call on life company Officials 
The Insular Life is the largest of th 
half dozen companies on the Philippine 
Islands, having about $39,000,000 ip. 
surance in force. Production in th 
Philippines did not suffer the slump thy 
has been experienced here and the cas} 
problem has not been serious, he states 
There was no bank or insurance mor. 
torium in the Philippines. 

Due to his desire to attend the funeral 
of J. Edward Durham, veteran genera) 
agent for the Penn Mutual in Phila. 
delphia, John A. Stevenson, home office 
general agent for that company, relip. 
quished the gavel before the close of 
the meeting of the Life Agency Officers 
in Chicago and J. M. Holcombe, Jr 
finished the session as presiding officer 
Mr. Stevenson presided as_ vice-chair. 
man of the executive committee of the 
agency officers’ association, C. D. Dey- 
lin, the chairman, being in England. Mr 
Stevenson, at the Chicago meeting, was 
elected chairman, so he will preside 
again next year. 

H. S. Nollen, president Equitable Life 
of Iowa, has been appointed a member 
of the state board on liquidation of 
banks in Iowa. He is also a member 
of the seventh district fede-] reserve 
hquidation board. 

W. M. Benton of the northwest Texas 
agency of the American Central Life 
under F. V. Studer ranks No. 1 in the 
race for the presidency of the American 
Central Life’s field club. With but two 
months to go, the energetic Texan will 
be hard to stop. Mr. Benton was re- 
cently elected president of the North 
west Texas Life Underwriters Associa- 
tion. He has been with the American 
Central for four years and has qualified 
for an office in the field club for the 
last three years. 

W. E. Hewitt, Boston manager of the 
Equitable Life and former president oi 
the Boston Life Underwriters Associa 


tion died at his home in Winthrop, 
Mass., following a serious illness. He 
was born in Utica, N. Y., 59 years ago 


and has been with the Equitable Life 


for 39 years. 

A. B. Hill, a leading producer of the 

J. Harrison agency of the Union Cen- 
tral Life, Little Rock, has been named 
by Governor Futrell as chairman of 4 
special committee to develop a plan for 
reorganization of Arkansas public school 
education. He served two terms as state 
superintendent of public instruction and 
more recently was president of Ouachita 
College. 


D. G. Liggett, to Worth, Tex. 
manager Southland Life, has been 
elected president of the Fort W orth 


Junior Chamber of Commerce. Mr. Lig- 


gett first became connected with the 
Southland Life in 1927 and has repre 
sented it in Dallas, San Antonio and 


Houston. He is also secretary-treasurer 
of the Life Insurance Managers Club 0! 
Fort Worth. 

H. M. Holderness, vice-president ™ 
charge of agencies of the Connecticut 
Mutual Life, is in Los Angeles visiting 
the southern California agency of S. 
Northington, general agent. This visit 
is to honor the Los Angeles agency #% 
a result of its outstanding record in the 
production of business in June and July, 
when it won two inter-agency applice 
tion contests, its total volume showing 
a 38 percent increase. 

W. T. Wood, 32, for the past eight! 


years Birmingham agency organizer for 





deeper human knowledge is required. 


New York Life, died of pneumonia. 


—=_ 


Nov 


Twe 





gO he Plan; 


ast and west 
iny officials 
reest of the 
€ Philippine 
},000,000 jn. 
tion in the 
> slump tha 
nd the cash 
s, he states 
france mor 


| the funeral 
ran genera! 
1 in Phils. 
home office 
pany, relin- 
1e close of 
icy Officers 
combe, Jr, 
ling officer 
vice-chair. 
ittee of the 
C. D. Dev. 
igland. Mr 
eeting, was 
ill preside 


litable Life 
a member 
idation of 
a member 
“al reserve 


vest Texas 
ntral Life 
» 1 in the 
American 
h but two 
Texan will 
nm was re- 
he North- 
s Associa- 
American 
s qualified 
b for the 


ger of the 
esident of 
_ Associa- 
Winthrop, 
ness. He 
years ago 
able Life 


er of the 
rion Cen- 
‘n named 
nan of a 
plan for 
lic school 
s as state 
*tion and 
Ouachita 


h, Tex, 
as been 

Worth 
Mr. Lig- 
vith the 
is repre- 
nio and 
reasurer 
Club of 


ident in 
necticut 
visiting 
of S. S. 
lis visit 
ency 4s 
1 in the 
nd July, 
applica- 
showing 


t eight 
izer tor 
nia. 





November 3, 1933 


LIFE INSURANCE EDITION 





11 
































NEWS OF THE COMPANIES 
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Tangle on Kentucky Receiver 





Two Claim Control of Missouri State 
Assets There—Oklahoma Situation 
May Be Cleared Up Soon 





Court action may be necessary to de- 
termine whether S. M. Saufley, former 
commissioner, or W. P. Tate, actuary in 
the Kentucky department, will be ancil- 
lary receiver in Kentucky for the Mis- 
souri State Life. 

Commissioner Senff will confer with 
E. F. Trabue, Louisville attorney, in an 
effort to avoid litigation. 

Mr. Saufley was named ancillary re- 
ceiver by Judge Allen at Louisville, 
while Mr. Tate was named by Judge 
Ford of the Franklin Circuit Court and 
by Judge Shackleford of the Madison 
Circuit Court. Mr. Trabue believes pri- 
ority would hold in determining the ap- 
pointee, which would uphold Mr. Sau- 
fley’s appointment. 


Read May Yield Control 


From Oklahoma City comes informa- 
tion that Commissioner Jess G. Read 
as Oklahoma receiver for the Missouri 
State is about ready to turn its assets 
in that state over to Superintendent 
O'Malley of Missouri and through him 
to the General American Life, 

This detail has been temporarily de- 
layed by steps taken by Governor Mur- 
ray, of Oklahoma who asked his per- 
sonal legal representative, to look into 
the situation. Mr. Read has charge of 
about $53,000 in cash and $7,000,000 in 
real estate, mortgages and bonds of the 
Missouri State in Oklahoma. He has 
licensed the General American Life, 
which is now operating in the state. 
The Missouri State had about $59,000,- 
000 insurance in force in Oklahoma. 

Mr. Read has stated he favors letting 
the Missouri department handle the sit- 
uation, since such a step would hold 
expenses to a minimum and also prove 
more equitable to all of the policy- 
holders. 


Reinstatement Campaign Success 


The Protective Life of Birmingham 
reports that up to Oct. 1 this year it 
has reinstated 1,428 policies for $2,791,- 
774 as the result of a campaign in charge 
of J. C. Delony, director of policyhold- 
ers’ service. About 52 percent of the 
reinstatements have been by mail ac- 
cording to Mr. Delony. The campaign 
has been directed to those whose lapsa- 
tion has not extended over one year. To 
them the company offered to remit past 
due premiums with interest and permit 
the policyholders to start off with a new 
slate. The date of the policy was moved 
up in each case to cover the time it was 
inactive. The company also reports a 
falling off in new loans and an improve- 
ment in the payment of old loans. 

Liquidation Is Requested 

_Liquidation and dissolution of the 
Underwriters Mutual Life, a Negro as- 
sessment concern of Chicago writing 
life, accident and health, has been re- 
quested by Insurance Director Palmer 
of Illinois. The petition alleges that 
the Underwriters Mutual has assets of 
$46,121 and liabilities of $57,661. As of 
Dec. 31, 1332, the company reported, re- 
ceived from policyholders $57,930, total 
come $62,160, payments to policyhold- 
ers $17,719, other disbursements $34,676, 
admitted assets $55,406, policyholders’ 
reserve $32,936, total liabilities $47,670, 


Surplus $7,736, insurance in force $2,- 
160,642. 


mm P. Jens, president, and Charles 

ackmann, secretary of the Mutual Aid 

hewociation of Evangelical Christians, 

have filed a petition with the St. Louis 

creult court asking that it be permitted 

88a ender its charter, issued July 31, 
6, and dissolve. 


j merman to active direction of the com- 





Crist Steps Out of Builders 


General Manager Resigns to Form An- 
other Company—Secretary Zimmer- 
man Now in Charge 








Internal dissension which has arisen in 
the Builders Life of Chicago has re- 
sulted in the resignation of Karl J. Crist, 
vice-president and general manager, and 
the elevation of Secretary R. P. Zim- 


pany’s affairs. 

Mr. Crist has taken with him the Na- 
tional Builders Agency, a separately in- 
corporated agency firm which has han- 
dled the Builders’ business ever since its 
organization and in which Mr. Crist has 
the controlling interest. Mr. Zimmer- 
man has resigned as treasurer of the 
agency firm but remains its secretary. 

Both Messrs. Crist and Zimmerman 
were among those who founded the 
company six years ago. Mr. Crist has 
been a member of the board since or- 
ganization and is still a director. 

According to Mr. Zimmerman, all the 
agents in the agency corporation re- 
mained loyal to the company and did not 
go with Mr. Crist. 


May Organize Two Companies 


Mr. Crist is in process of forming 
the Independent Retail Merchants Life, 
which has headquarters in the McCor- 
mick building, 322 South Michigan ave- 
nue, Chicago. His plan of organization 
has been submitted to the state blue sky 
department for approval. He is also 
considering the formation of a company 
in Indiana. Both would be stock com- 
panies, Mr. Crist said. 

E. M. Craig is president of the Build- 
ers Life. The Builders now has some- 
thing over $2,000,000 insurance in force, 
having shown a reduction in force of 
about $500,000 in the last year. The 
amount in force at the end of 1932 was 
$3,057,712. Strict economies have been 
put in force and the overhead consider- 
ably reduced, a step which has served 
to strengthen the company’s position. 


Bids for National Life, U. S. A. 


Judge Lindsay of the superior court 
in Chicago has issued an order that all 
proposals for taking over the National 
Life, U. S. A., must be received by No- 
vember 14. The bidder must deposit 
$25,000 as an evidence of good faith and 
guarantee that if the contract is awarded 
it will be carried out. Receiver P. J. 
Lucey states that competent actuaries 
and appraisers have been employed and 
the bidders can secure all information 
necessary. He desires that the matter 
be disposed of at the earliest possible 
moment in order to save waste. 

Miss Flagg Heads Librarians 

Miss Edith M. Flagg, librarian for 
the Metropolitan Life, was elected 
chairman of the insurance library divi- 
sion of the Special Libraries Associa- 
tion, at the annual meeting in Chicago. 
The vice-chairman is Miss Abbie G. 
Glover, assistant librarian Insurance Li- 
brary of Boston, and secretary is Miss 
Helen M. King, assistant librarian 
Provident Mutual Life. 

The principal speaker at the meet- 
ing of the insurance group was W. H. 
Cameron, managing director National 
Safety Council. 

The insurance group is preparing a 
list of subject headings for use by in- 
surance libraries. Such a record is ex- 
pected to be of value to the company 
library, those contemplating organizing 
such a department or to a company 
maintaining a central filing department. 


The Connecticut Mutual Life has 
elected two new directors: J. B. Byrne, 
president Hartford Connecticut Trust 
Company, and W. Ross McCain, presi- 















































dent of the Aetna Fire. 



























































he manager of an im- 
portant branch office of a 
well-known life insurance 
company said, modestly, a 
short time ago, “I never 
expect to be a millionaire, 
and while I don’t pretend 
to be a great salesman I 
take a lot of comfort in the 
fact that no man who ever 
bought life insurance from 
me ever regretted his pur- 
chase and his ownership.” 


It is not hard to understand 
why that man is placed in 
charge of a picked force in 
a big city. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
ONE MADISON AVE., NEW YORK, N. Y. 
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Opportunity—Now! 


UCCESS is born in the time of adversity— 
a maxim of age-old wisdom—often proved 
in business. 
A new generation of outstanding Life Insurance 
Representatives will begin their careers on the 
road to Success in 1933. 


Those who know where they want to go—who 
have the nerve to begin now—who have the 
stamina to go through to the inevitable upswing 
in business—are made of the stuff that com- 
mands Success. 


This time-tried, progressive Company offers 
Opportunity and Cooperation to qualified men 
and women who are sincerely interested in a 
career of worth-while service, and will work for 
Success. “Ten Minutes with Your Future” tells 
the story. 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


THIRTY-NINTH YEAR 

















AGENCY CHANGES 




















Andrews Placed in New Post 


Guardian Life Assistant Manager at 
Fort Smith, Ark., Made Manager 
at Tulsa, Okla. 








J. M. Andrews, Jr., assistant manager 
of the Guardian Life at Fort Smith, 
Ark., has been made manager at Tulsa 
for northern and eastern Oklahoma. 
His father, J. M. Andrews, Sr., is round- 
ing out 21 years as manager at Fort 
Smith. Young Andrews attended the 
University of Arkansas and University 
of Pittsburgh and joined the Fort Smith 
agency in 1925. He was made assistant 
manager in 1930. 





Sullivan Organization 

The Sullivan Organization, managed 
by John J. Sullivan and James P. Sulli- 
van, has signed a general agency con- 
tract with the Illinois Bankers Life As- 
surance of Monmouth, III, and is spe- 
cializing on the sale of two special low 
cost policies embodying the features of 
life expectancy term, whole life con- 
version, and beneficiary income benefits. 
Offices have been opened at 30 North 
La Salle street, Chicago. 


A. Travis 
A. Travis of Chicago, state manager 
of the Girard Life, has resigned and 
will return to New York, where the was 
formerly located, and take up personal 
business. Mr. Travis went to Chicago 
with the Travelers from Philadelphia, 
where he was an agent of that com- 
pany. He made an outstanding record 
as a producer. 








G. R. Eckman 


G. R. Eckman has been appointed 
manager of the Northern Life of Se- 
attle at Eugene, Ore. He was educated 
in Seattle and is well known in Wash- 
ington and Oregon. He was formerly 
a member of the firm of Hereford & 
Eckman of Los Angeles, general agents 
of the Central States Life. 





W. H. Cheeseman has been appointed 
district agent for the Aetna Life at 
Racine, Wis. He has been in the bank- 
ing business at Clinton, Wis., for 25 
years, 





CONVENTIONS 




















ESSEESSSSESESSSESSSSSESESSSESE 


LDA [NM MM HM 


B 
p 
£. 
B 
$ 
$ 
. 
£ 


Regional Meetings through- 
out the Year bring Help to 
SOUTHLAND Agents! 


No Southland Agent ever has reason to feel that he is 
being neglected by the Home Office. Southland Life is one 
company which feels that, next to the interests of the 
policyholders, the Agency Department is the most impor- 
tant end of the business. 


The Home Office comes to the Agent . . . During the year, 
a corps of Home Office Agency executives, including Col. 
Wm. E. Talbot, Agency Manager, visits the agents in their 
own territories and holds sales meetings. 


This is the sort of activity that attracted our present staff 
of agents. If you are interested in making a connection 
with Southland, write Clarence E. Linz, First Vice-Presi- 
dent, or to Col. Wm. E. Talbot, Agency Manager. 


Southland Life . 


Insurance Company 


HARRY L. SEAY, President 
HOME OFFICE DALLAS, TEXAS 
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Bankers Mutual St. Louis Rally 


About 100 agents from eastern Mis- 
souri and southern Illinois attended the 
convention of the Bankers Mutual Life 
of Freeport, Ill. J. C. Peasley, presi- 
dent, and Dr. C. L. Best, medical direc- 
tor, were among the speakers. A round 
table discussion of insurance problems 
was held. 

Life of Virginia Indiana Meeting 
Approximately 500 representatives and 
officials of the Life of Virginia attended 
a regional meeting of the $500,000 Club 
in Indianapolis. D. E. McDonald, In- 
dianapolis manager, was in charge. 
Speakers included H. P. Anderson of 
Richmond, division supervisor; H. L. 
Austin, Columbus, O., president of the 
$500,000 Club, and H. E. McClain, In- 
diana commissioner. 


George Washington Conference 


Vice-President E. C. Milair of the 
George Washington Life held a meeting 
of general agents from various states at 
its home office in Charleston, W. Va. 
About 25 were called in, being addressed 
by President C. L. Preston and other 
officers. The general agents visited the 
home office and made a tour of it. A 
general spirit of optimism prevailed. 











Mr. Milair was in charge. 


Quality 
Campaigns 


OVEMBER is the 

birth month of 
President Julian Price. 
During this month the 
members of the Jeffer- 
son Standard field 
force pay their re- 
spects to him by taking 
part in a special new 


business campaign. 


Quality business is 
"the order of the day" 
and the campaign is 
based on definite sales 
ideas that help the field 
man write profitable 


business. 


For information about agency 
openings, address 


A. R. PERKINS 
Agency Manager 


Jefferson Standard 


Life Insurance 


Company 


JULIAN PRICE, President 
North Carolina 


Greensboro, 
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LIFE INSURANCE EDITION 

















NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- 
t” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





1934 Dividends for Additional 
Northwestern Mutual Forms 


A tabulation showing 1934 dividends 
of the Northwestern Mutual for or- 
dinary life, 20-pay and 20-year endow- 
ment, under the new reduced scale just 
announced was printed in the issue 
of Oct. 27. The 1934 dividends for is- 
sues of 1914-1934, inclusive are pre- 
sented below for 30-year endowment 
and endowment at 65. Separate tables 
are published by the company for earlier 
issues. The dividends on the two forms 
mentioned are: 

20-Year Endowment 


1 15 20 
20 $5.27 $6.15 $ 7.43 $ 8.90 $10.55 
21 5.31 6.1 7.46 8.94 10.58 
22 5.35 6.23 7.52 8.97 10.60 
23 5.39 6.29 7.58 9.00 10.64 
24 5.44 6.33 7.63 9.04 10.66 
25 5.48 6.38 7.68 9.08 10.70 
26 5.54 6.44 7.73 9.12 10.73 
27 5.59 6.50 7.76 9.15 10.76 
28 5.65 6.57 7.82 9.20 10.80 
29 5.71 6.64 7.87 9.25 10.84 
30 5.78 6.71 7.91 9.29 10.88 
31 5.84 6.76 7.97 9.34 10.94 
32 5.92 6.82 8.03 9.39 11.00 
33 5.99 6.87 8.09 9.45 11.06 
34 6.07 6.94 8.15 9.51 11.13 
35 6.14 7.60 8.21 9.58 11,21 
36 6.20 7.07 8.28 9.66 11.30 
37 6.26 7.14 8.35 9.75 11.39 
38 6.34 7.22 8.43 9.85 11.51 
39 6.41 7.30 8.51 9.95 11.63 
40 6.50 7.37 8.61 10.06 11.78 
41 6.57 7.47 8.72 10.20 11.94 
42 6.66 7.56 8.84 10.34 12.11 
43 6.75 7.67 8.97 10.51 12.31 
44 6.85 7.78 9.12 10.70 12.53 
45 6.95 7.90 9.27 10.91 12.76 
46 7.06 8.05 9.46 11.15 13.01 
47 7.18 8.19 9.65 11.39 13.30 
48 7.31 8.36 9.89 11.69 13.61 
49 7.46 8.54 10.13 11.99 13.97 
50 7.61 8.75 10.41 12.33 14.36 
Endowment at 65 
End of Year 
Age 1 5 10 15 20 
20 $4.87 $ 5.37 $6.10 $6.95 $ 7.82 
21 4.93 5.45 6.21 7.07 7.97 
22 4.99 5.54 6.32 7.21 8.13 
23 5.05 5.62 6.45 7.34 8.30 
24 5.12 5.72 6.59 7.49 8.48 
25 5.18 5.81 6.71 7.63 8.66 
26 5.26 5.91 6.83 7.78 8.85 
27 5.33 6.02 6.95 7.94 9.05 
28 5.42 6.14 7.08 8.11 9.26 
29 5.51 6.26 7.22 8.29 9.49 
30 5.60 6.38 7.36 8.47 9.73 
31 5.70 6.50 7.52 8.67 9.99 
32 5.81 6.62 7.67 8.87 10.26 
33 5.93 6.74 7.85 9.10 10.56 
34 6.03 6.86 8.03 9.33 10.88 
35 6.14 7.00 8.21 9.58 11.21 
36 6.24 7.15 8.40 9.86 11.57 
37 6.34 7.29 8.61 10.14 11.95 
38 6.47 7.46 8.84 10.46 12.37 
39 6.59 7.63 9.08 10.80 12.81 
40 6.72 7.81 9.35 11.16 13.29 
41 6.86 8.00 9.64 11.57 13.81 
42 7.00 8.21 9.95 11.99 14.35 
43 7.16 8.44 10.28 12.47 14.93 
44 7.33 8.69 10.66 12.98 15.56 
45 7.51 8.96 11.06 13.54 16.22 
46 7.70 9.26 11.52 14.15 been 
47 7.91 9.59 12.02 14.81 
48 8.15 9.96 12.58 15.53 
49 8.42 10.37 13.19 16.31 
50 8.72 10.83 13.88 17.18 
51 9.05 11.35 14.65 hres 
52 9.44 11.95 15.51 
53 9.87 12.64 16.49 
54 10.36 13.42 17.60 
55 10.95 14.35 18.86 


Great-West Life 


In addition to the present forms of 
children’s policies providing, among 
other things, the return of premiums 
with interest in the event of death of 
the child before age 11, the Great-West 
Life has brought out two new children’s 
Policies on the 20-payment life and 20- 
year endowment plans. These are some- 
what similar to the regular children’s 
Policies with the exception that they 
contain a graded death benefit providing 
a larger amount of insurance before 
age 11 with surrender values, paid-up 
values and dividends being somewhat 
nent from those on the regular 

ans. 


E. J. Crawford, president of the West- 
ern Mutual Life, Dallas, Tex., colored 
company, is dead. 





Mutual Benefit Life Now 
Issues Cash Refund Form 


A new cash refund life annuity has 
been brought out by the Mutual Bene- 
fit. The contract provides for an im- 
mediate life annuity in return for a single 
premium payment, with the further 
provision that at death of annuitant any 
excess of original single premium over 
the sum of annuity payments made and 
final pro rata payment will be payable to 
annuitant’s estate. 

This contract is nonparticipating. The 
prices of an annuity of $100 annually for 
men and women at quinquennial ages 
are given below: 

Male Female 
16 0 





Male Female 
5 5 3 


2 $2,303.04 55 9 1,535.34 
20 24 2,251.07 60 64 1,400.98 
25 29 2,177.62 65 69 1,264.22 
30 34 2,094.36 70 74 1,126.43 
35 39 2,001.07 75 79 990.70 
40 44 1,897.83 80 84 861.70 
45 49 1,785.15 85 ee 740.62 
50 54 1,663.89 





Fidelity Mutual Life 


The Fidelity Mutual has joined the 
group of companies which has adopted 
uniform rates for annuities. Increased 
interest for some time past in this form 
of coverage focused its attention on the 
rate problem and the action announced 
reflects the conclusion reached after 
careful study of the various factors in- 
volved. 


Locomotive Engineers Mutual 


The Locomotive Engineers Mutual 
Life & Accident, Cleveland fraternal, 
which has gone on a legal reserve basis, 
has issued new rates. The premiums 
per $1,000 on the principal forms fol- 
lows: 


Ord. 20-Pay. 20-Yr. Endow 
Age Life Life Endow at 65 
21 $14.82 $24.32 $43.16 $18.78 
25 16.29 25.98 43.47 21.03 
30 18.61 28.44 44.02 24.75 
35 21.63 31.46 44.85 29.93 
40 25.64 35.23 46.21 37.54 
45 31.06 40.09 48.53 48.53 
50 38.52 46.55 52.48 67.29 
55 48.78 55.37 59.05 104.34 
60 63.07 67.83 69.73 seen 





Northwestern Mutual 


The Northwestern Mutual Life has re- 
duced the rate of interest on funds re- 
tained by the company from 4.8 percent 
to 4.6 percent. 


New Wisconsin Book Issued 





Current Issue of the Insurance Refer- 
ence Work of the State Off 
the Press 





The Underwriters’ Handbook of Wis- 
consin for 1933 has just come from the 
press of THe NATIONAL UNDERWRITER. 
It contains the up-to-date list of insur- 
ance agents in the state, showing com- 
panies represented by each agency and 
is the only reference book of its kind 
issued for Wisconsin. Besides the 
agency information there is given a 
complete list of companies operating in 
Wisconsin together with their field 
forces. Statistical information showing 
fire and life insurance for the past six 
years and casualty insurance for the 
past two years classified as to lines is 
included. Separate lists are given of 
life insurance general agents and man- 
agers, fire insurance field men and cas- 
ualty managers. 

Much other miscellaneous information 
as classification of towns for fire pro- 
tection, lists of insurance attorneys, ad- 
justers, resume of the insurance laws, 
etc. is included. This is a very com- 
plete compilation on Wisconsin insur- 
ance-wise. 








AN ARROW TO ITS MARK= 


LIFE INSURANCE FLIES UNER- 
RINGLY TO THE RESCUE OF MAN- 
KIND WHEN HELP IS MOST DIFFi- 
CULT TO OBTAIN ELSEWHERE AND 
WHEN AID IS MORE SORELY 
NEEDED THAN AT ANY OTHER 

MOMENT IN LIFE. 

PICTURE A FRIEND— QUIET, UN- 
OBTRUSIVE, ALMOST UNAPPRE- 
CIATED—WHO STANDS IMPAS. 

SIVELY BY WHILE THE FRUITFUL 
POWERS OF MANHOOD EARN ALL 
THAT IS ESSENTIAL TO HAPPINESS, 


AND THEN—WHEN THE STORMS 
OF OLD AGE OR DEATH DRIVE 
AWAY LIKE STRAWS THE NORMAL 


SUPPORTS OF EXISTENCE AND 
ONE STANDS DESOLATE, EMPTY- 
HANDED, AND FORSAKEN—RUSHES 
INSTANTLY FORWARD TO BEAR 
THE BURDEN WHICH IS SO SUD- 
DENLY IMPOSED! IN DEED A 
FRIEND! 
TRUTHFULLY CAN IT BE SAID THAT 
LIFE INSURANCE SERVES BEST 
WHEN ALL ELSE IS AT ITS WORST; 
THAT ITS FULL VALUE IS NEVER 
REACHED UNTIL OTHER VALUES 
HAVE DEPRECIATED OR VANISHED. 


==A MERICAN CENTRAL Lire 


INSURANCE COMPANY 
INDIANAPOLIS, IND. 




















Go Where Salaries 
Are Being Paid 


Those who need insurance most and can 
pay for it are normally at work and hard to 
reach unless you have a special claim upon 
their attention. 


You have this claim when you have inter- 
ested the head of the business in salary sav- 
ings insurance. This is not difficult as it is 
obviously a good thing and costs him nothing. 


Ask our local office for our proposal. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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A POLICYHOLDER'S 
COMPANY 


Mutual Trust is just what its name implies. 
This means, of course, that it is not only a 
policyholder's Company but a Company 
that attracts and holds the very best class 
of agents. The seeming threefold relation- 
ship of Company—Policyholder—Agent 
is in actual fact a complete unity because 
agents are usually policyholders and pol- 
icyholders ARE the Company. 





MUTUAL TRUST 


LIFE INSURANCE 






KOwIN A OLSON 
PRESIDENT 


cuIicaco 
Leino 


“AS FAITHFULAS OLD FAITHFUL 
* 























THE PAN-AMERICAN'S 
PROSPECTING SERVICE 
PAYS $13.40 RETURNS 
PER DOLLAR OF COST 


When Life Insurance men and women pay good, hard 
cash for advertising and prospecting aids, they have good 
reason to expect results, but they have no objection to such 
expense when it brings returns that show a profit. 


That's why the Pan-Amorican's Homo Office prospect- 
ing service is so popular throughout the company's territory. 
In 1932 this service paid users more than 13 to | in returns 
for every dollar of fees charged. Interviews are guaranteed 
to the Fieldman. Tho service operates effectively for both 
managers and individual producers in large or small cities 
and in rural communities. 


“2 am is a “13-to-l shot" for Pan-American 
Fieldmen 


For information about other agency services address 


TED M. SIMMONS 


Manager United States Agencies 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H. ELLIS, President EDWARD G. SIMMONS, Vice Pres. & Gen Mér. 
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NEWS OF LIFE ASSOCIATIONS 





Anderson Uses Will Approach 


National Association President Tells In- 
dianapolis Agents That Few Know 
About Estate Settlements 








INDIANAPOLIS, Nov. 2.—A con- 
vincing exposition of approaching a 
prospect with questions as to the dis- 
position of his estate and whether he 
has made a will was given by C. Vivian 
Anderson in a talk before the Indianap- 
olis Association of Life Underwriters. 
This was one of Mr. Anderson’s first 
official appearances as president of the 
National Association of Life Underwrit- 
ers. President W. W. Lammers of tiie 
Indianapolis association presided and in- 
troduced Mr. Anderson. 

“There is too much talk in our busi- 
ness and not enough motivation,” Mr. 
Anderson declared in his opening re- 
marks. Membership in local associa- 
tions cannot be increased unless some- 
thing is offered to members that can be 
turned into income. He advised that 
speakers be secured who can give prac- 
tical suggestions on the getting of busi- 
ness. 

Mr. Anderson does not advocate ask- 
ing the question, ‘““Have you made your 
will?” directly but to work into the idea 
by leading questions. 


Different Attitudes Towards Families 


He told of interviewing 200 workmen 
in a Cincinnati mill where he has writ- 
ten a good deal of business. He asked 
them what to them is the most impor- 
tant thing in life. Most replied that 
they wished to reach old age without hav- 
ing to be dependent. As to their fami- 
lies, working men did not seem to be 
so concerned as they believed they could 
make their own way. The same ques- 
tion put to 100 business men showed 
also fear of a penniless old age but also 
a desire to see that their children are 
educated. When a man has reared a 
family and established good standards 
of living for them he feels responsibility 
for providing so that the standard can 
be maintained if he is taken out of the 
picture. 

Few Understand Wills 


Mr. Anderson said that he found few 
men understand the laws of their state 
on the settlement of estates and the 
making of wills. He urged that under- 
writers learn the statutory provisions in 
their own states on the subject of wills 
and be ready to advise prospects how 
to make certain the distribution of what 
they mav leave and he showed how life 
insurance can be used for specific bene- 
ficiaries. Many complexities develop 
where a man’s first wife dies and he 
marries again and there are children by 
the first wife, regarding which few peo- 
ple are apparently aware. 

A playlet “How It Was Done in 
1929" was put on bv Perry Meek and 
Edward Green with C. C. Robinson, edi- 
tor “Insurance Salesman,” as director. 

* * * 
Colorado—The sound money resolu- 
tion of the National association was en- 
dorsed at a meeting in Denver. 

* * * 
Wyoming—aAn appeal for sound money 
was ordered sent to President Roosevelt 
at the last meeting. 

x * * 
North Dakota—At the first fall meet- 


ing in Fargo, S. H. Bright and R. A. 
Trubey reported on the national con- 
vention. 


* * * 
Northern New Jersey—S. G. Dickinson, 
formerly affiliated with the Life Insur- 
ance Sales Research Bureau and at the 
present editor of the “Handbook of Life 
Insurance Selling,” will be the guest- 
speaker at the luncheon-meeting in 
Newark on “Practical Sales Problems,” 
Nov. 13. 

*x* * * 
Columbus, O.—March 1 has been se- 
lected as the date for the sales congress 





Peoria Sales Congress Plans 





Arrangements Are Made for the An. 
nual Event to Take Place 
on Nov. 16 





Plans have been consummated by the 
Peoria Life Underwriters Association 
for the annual sales congress, which js 
being combined with the fall meeting 
of the Illinois Association of Life Un- 
derwriters to be held in the Pere Mar- 
quette hotel, Peoria, Nov. 10. The sales 
congress committee consists of J. W. 
Ross, chairman, Charles Pray, R. M. 
Douglas, R. L. Latta, F. S. Marshall, 
George Meier, C. E. Thompson, C. R. 
Golly, H. C. Cartwood, L. V. Drury, Al 
Kahler, C. W. Reuling, Ernest Fritz, 
J. H. Wilson, L. O. Schriver and W. 
M. Lapeer. The speakers will be Vice- 
President F. H. Davis, Penn Mutual, 
John Morrell, associate manager Equit- 
able Life of New York in Chicago, In- 
surance Superintendent Ernest Palmer, 
Prof. W. B. Bailey, economist of the 
Travelers. On the evening preceding 
the sales congress, J. H. Wilson, presi- 
dent of the Illinois association, will be 
toastmaster at a banquet. 

Vice-President Oliver Thurman of 
the Mutual Benefit Life was the 
speaker before the October meeting of 
the Peoria association, being introduced 
by W. S. Cochrane, general agent of 
the company at Peoria. 

*x* * * 

Houston, Tex.—H. R. Smith, manager 
Jefferson Standard Life, was elected 
president, succeding Col. H. K. Cassidy, 
general agent Pacific Mutual. Sam R. 
Hay, Jr., Great Southern, becomes vice- 
president. Guy MacLaughlin continues 
as a member of the national executive 
committee and Irwin Blume was re- 
elected secretary-treasurer. The new 
directors are Clarence Darling, Sea- 
board Life; S. R. Hay, H. R. Smith, Roy 
Cox, Franklin Life; M. H. Davis, Aetna 
Life; D. W. Kemp, Pan American Life, 
and H. K. Cassidy. 

Colonel Cassidy gave a talk on “What 
Becomes of the American Investor's Sur- 
plus Dollar?” The Houston association 
will give a breakfast Nov. 10 in honor 
of R. B. Hull, managing director of the 
National association, who will pay an 
official visit to the city on that day. 

*x* * * 

Lexington, Ky.— Edgar Richardson, 
president of the Lexington association, 
has been appointed chairman of the life 
insurance division of the NRA public 
works campaign for the city. 

x * * 

East Bay (Oakland, Cal.)—L. H. Bul- 
lock, agency director of the Sun Life in 
Oakland, was the principal speaker at 
the last meeting. 

* * 

Kansas City, Mo.—R. B. Hull, manag- 
ing director National association, spoke 
at the first fall meeting Oct. 31 on “In- 
dustrial Recovery and Life Insurance.” 

> = 

San Francisco—The six agencies of 
the Metropolitan Life in San Francisco 
are to be in charge of the November 


meeting. It will be a joint get-together 
Monday morning meeting, such as has 
been held by the association in recent 
months. 
* * * 

Minneapolis—The national adminis- 
tration is commended for resisting 
inflationary pressure, in resolutions 
adopted by the Minneapolis association. 


Copies will be sent to President Roose- 
velt and to Minnesota congressmen. 


R. B. Hull, managing director National 


association, addressed the association 
and also spoke at the annual dinner of 
St. Paul underwriters. 


a. a 

New York State—A convention of the 
New York State association will be held 
in Utica, Nov. 7. G. C. Ferguson of 
Utica is chairman of the committee on 
arrangements. 

Arthur Miroff of Chicago has been 
placed in charge of the Covington, Ky. 
office of the Western & Southern Life, 
succeeding S. J. Edwards, who has been 





of the Columbus association. 
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~ As SEEN FROM CHICAGO 





— 


HUTTINGER ADDRESSES AGENCY 


E. Paul Huttinger of Philadelphia, 
manager of training in the Penn Mutual 
Life’s home office, addressed the A. E. 
Patterson agency of that company in 
Chicago on “Business Insurance for the 
Small Business,” on a visit ‘to the 
agency. 

° e si 

HEIFETZ IS CONGRATULATED 


A procession of general agents and 
managers of other companies filed 
through the new offices of the Samuel 
Heifetz agency of the Mutual Life of 
New York in the Field building, Chi- 
cago, on the opening day for an inspec- 
tion trip and to congratulate Mr. Hei- 
fetz. This is a new building and the 
Heifetz office is equipped in the most 
modern fashion. 

An unusual arrangement is the layout 
of three large agency rooms. The new 
men are quartered in one of these rooms 
and may graduate to the intermediate 
room when they have attained produc- 
tion of about $100,000. Then they may 
be advanced to the senior room when 





their production reaches about $200,000. 
Finally they may reach the dizzy heights 
of a private office when they become 
$250,000 producers. There is an assem- 
bly room of comfortable size and Mr. 
Heifetz’ own office is most dignified and 
pleasing. 
* * * 
DOUBLE INDEMNITY CASE DECIDED 


The Illinois appellate court in White 
vs. Penn Mutual decides a double in- 
demnity provision where an altercation 





was given as the cause of death. R. 


H. White, the assured, met Bray on the 
sidewalk. Bray testified that White 
came up from the rear, grabbed him by 
the arm, jerked him around and made 
a threatening gesture. Bray gave White 
a shove away from him and the latter 
fell backward, striking his head on the 
sidewalk and died as the result. The 
company contended that White came to 
his death as the result of an altercation 
brought on by his own conduct. 

The higher court holds that the trial 
court was warranted in finding that the 
deceased came to his death through ex- 
ternal, violent and external means. If 
in the act which precedes the injury 
through an intentional act, something 
unforeseen, unexpected and unusual oc- 


curs which produces the injury, the 
court said it is accidentally caused. 
Judgment for White affirmed. 

Se 


QUARTERS ARE MUCH ENLARGED 


The Connecticut General’s office in 
Chicago managed by R. H. Haviland 
has been much enlarged. Mr. Haviland 


leased 40 percent more space, the 
agency rooms being completely rear- 
ranged. Now there is a more impres- 


sive entrance, reception room, educa- 
tional room, and the cashier's depart- 
ment has been segregated. Conference 
rooms have been provided for use of 
agents not occupying private offices. 
Mr. Haviland and his staff in October 
secured a greater amount of first year 
premiums than in any month of the 
company’s history of 25 years’ repre- 
sentation in Chicago. Despite the de- 
pression, there has been little turnover 
in the agency force. 








As SEEN FROM NEW YORK 


By R. B. MITCHELL- 





EFFECT ON LIFE COMPANIES 

Recognition of Russia, which seems 
imminent, may prove of advantage to 
life companies whose assets were con- 
fiscated by the soviet government, such 
as the Equitable Life of New York and 
the New York Life. Such companies 
lost their Russian assets but have 
nevertheless been subject to claims from 
former Russian policyholders. In the 
Equitable’s case, some 2.000 of the lat- 
ter have had actions pending for sev- 
eral years. The company has just been 
granted the right to carry the teSt-case 


decisions, which were against it, to the 
court of appeals, the state’s highest 
court, and the cases will probably be 


argued some time in January. 

It is thought that recognition of Rus- 
sia, even though it should occur by that 
time, will have little influence on the 
court of appeals’ decision, even though 
it is permitted to take this new factor 
into consideration. However, in case 
the adverse verdict of the lower courts 
is sustained, the United States’ rocog- 
nition of the soviet government would 
give American life companies a much 
better chance of getting back at least 
some portion of their confiscated assets. 


*x* * * 
J. M. FRASER’S ADDRESS 


The average agent today must not 
only work with the same industry as he 
would have ten or 15 years ago, but he 
must work with the same vigor and en- 
thusiasm, J. M. Fraser, general agent 
Connecticut Mutual Life in New York 
City, told the Syracuse Life Underwrit- 

Association at their October meet- 
ing Many agents who realize the need 
of getting back to old-fashioned selling 
methods may be conscientiously doing 
as much work as they should, but they 
are likely to forget the energy and cheer- 
ful enthusiasm they put into their work 
in those days, Mr. Fraser pointed out. 
An agent may have very real worries 





today, but he should try to get into a 
cheerful frame of mind when going to 
call on a prospect or he will find the 
job of selling an unduly hard one, Mr. 
Fraser said. 

OCTOBER PRODUCTION FIGURES 

The J. S. Myrick Agency of the Mu- 
tual Life of New York in New York 
City paid for $1,572,956 in October as 
against $1,516,548 for October, 1932, and 
for the year to date $17,044,578 as 
against $21,997,485. 

The Luther-Keffer Agency of the 
Aetna Life paid for $1,741,444 in Octo- 
ber and for $20,956,025 for the year to 
date. 

*x* * * 
NOLTING MAKES HOLE-IN-ONE 


Harold Nolting, superintendent of 
agencies for the Equitable Life of New 
York in greater New York, drove a 
hole-in-one on the 130-yard lake hole 
at Soundview Golf Club, Great: Neck, 


L. I. Among the others in the foursome 
were Chester Klingman, son of Vice- 
president W. W. Klingman, and Miss 


Bell Hampton, both of the Equitable’s 
home office group department. 
s = @ 
CASH VALUE EXEMPTION 


The cash value of a life policy under 
the protection of section 55a of the 
New York. insurance law is the only 
property a man can own and control 
and still keep exempt from the claims 
of his creditors, Albert Hirst, counsel 
New York Association of Life Under- 
writers, told members of the J. C. Mc- 
Namara New York City agency of the 
Travelers. 

If a man gives his wife $100,000, for 
example, when they are married the sum 
is of course exempt from the claims 
of his creditors. But if the marriage 
should go on the rocks he has no legal 
claim on the $100,000. The same ap- 
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Who Like Action 


A 37-year-old mutual company... 
soundly managed...progressive... 
with a complete line of contracts. 
Truly a young man’s company. 


BEST'S RATING “A” 


CENTRAL LIFE 


Assurance Society 
(MUTUAL) 
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“Cake and Penny Too” 


The new Family Income Rider applied to the 
Income for Life Plan (at age 65), which Fidelity 
originated, meets the demand for the economic 
“cake and penny too.” The Rider may also be 
applied to the Endowment at 85 plan. 


Offers New Opportunity 

Here is opportunity to sell the man who likes 
the Family Income plan, but thinks of his own 
needs first, or who must be content with a small 
contract, or who is not a preferred risk, or who 
demands greater disability benefits, or who wishes 
to reduce the period of extra premium payments. 


Write for information 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Business Builders 








In the complete and varied assortment of sell- 
ing helps provided by the Company, Guardian 
Fieldmen have found common sense solutions of 
many of today’s production problems. 


Originated and tested in the field, these new 
and unique business builders are helping Guardian 
Fieldmen to open the door to sales with marked 
frequency and regularity. 
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so as to avoid claims by the husband’s 
creditors he has to divest himself of 
ownership. Life insurance furnishes the 
only way by which he can eat his cake 
and have it too. 

The speaker at next week’s meeting 
of the McNamara agency will be Paul 
Sanborn, Connecticut Mutual Life gen- 
eral agent in Boston. 

s ££ @ 
PENNELL-CRAIG OUTING 

The joint all-day outing of the F. W. 
Pennell New York City and W. A. 
Craig Philadelphia general agencies of 
the State Mutual Life at Braidburn 
Country Club maintained the high 
standard of enjoyability that has marked 
these semi-annual entertainments when 
Mr. Pennell alone was host. 

Those present had an opportunity of 
seeing the new American amateur golf 
champion, George T. Dunlap, Jr., in 
action. Mr. Dunlap, although a stranger 
to the course, went around in 77, tying 
James Dante, the club _ professional, 
against whom he was matched. 

Guests included D. W. Campbell, 
treasurer, and N. P. Wood, secretary 
of the State Mutual; G. A. Eubank, 
manager life department Johnson & 
Higgins; Harry Gardiner, New York 
City general agent John Hancock Mu- 
tual Life; T. M. Riehle, associate man- 
ager Equitable Life of New York in 
New York City and ranking vice-presi- 
dent National Association of Life Un- 
derwriters, and F. J. Mulligan, president 
New York City association. 

=. 
FRANK L. JONES TO SPEAK 

Vice-president F. L. Jones of the 
Equitable Life of New York will speak 
at the next luncheon of the New York 
C. L. U. chapter, Nov. 9 on “Replace- 
ments.” 


Western & Southern Contribution 


The Western & Southern Life has 
contributed $500,000 each to the sur- 












































Personal Help 
in the Midwest 


One reason why our agents are getting ahead 
is the personal, intensive help we give them. We 
are big enough to provide financial strength and 
experience, but small enough to KNOW every 
agent, and really assist him. Some choice terri- 


tories are now available for general agencies. 
Write. 


Admitted Assets over $4,151,000.00. 


Surplus $201,000.00 larger than legal 
requirements, 


The Old Line Cedar-Rapits Vite 


INSURANCE COMPANY 
Cedar Rapids, Iowa 


Colonel C. B, Robbins, President 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres, & Agency Director 





plus of its two affiliates, the Western & 
Southern Indemnity and Western & 
Southern Fire. Their statements as of 
Nov. 1 were just about the same as 
at the beginning of the year so the 
additional amount is added merely to 
give greater financial ballast. 


Palmer Chicago General Agent 


The Ohio State Life appointed Ray 
L. Palmer as a general agent in Chi- 
cago with offices in the Woodlawn 
Trust & Savings building. Mr. Palmer 
formerly was with the Pacific Mutual as 
district manager. 


. Continental Advances Fredsall 


F. R. Fredsall of Minneapolis, a very 
large personal producer, has been ap- 
pointed associate general agent by the 
Continental Assurance in that city. R. 
L. Scriven is associated with the office, 
which has moved into new quarters ip 
284 Baker building. The agency is 














HOWARD L. SHAW 


Howard L. Shaw, former district man- 
ager of the Western & Southern Life and 
now in the home office, has been ap- 
pointed marshal of its Veterans Legion 
on completion of 36 years of continuous 
service with that company and has been 
awarded a gold watch, diamond emblem 
and $400 in cash by President C. F. Wil- 


liams. He has served as manager in 
Canton and Marion, O., and Covington, 
Ky. 








charge of a general agent for some time. 
Mr. Fredsall is a University of Minne- 
sota man who has been in life insurance 
sales work for four years. 


Sun Life Newark Sales Congress 


The Sun Life of Canada held a one- 
day sales congress in Newark. Speak- 
ers included Rowland Woods of the 
educational department at the home of- 
fice, C. H. Heyl, assistant superintend- 


ent of agencies for eastern United 
States; and Eugene Jordan, Phila- 
delphia manager. A radio talk was 


given over the telephone by J. S. Ire- 
land, superintendent of agencies, from 
the home office in Montreal . 


Loans, Surrenders Lessening 


The Prudential’s loans and surrenders 
are lessening and mortgage interest pay- 
ments are improving, President E. D. 
Duffield told salesmen and sales execu- 
tives of the company gathered at At- 
lantic City to confer with Mr. Duffield 
and other officers. The entire mort- 
gage situation, Mr. Duffield said, looks 
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Favoring U. S. and 
Municipal Bonds 





(CONTINUED FROM PAGE 1) 


Investments of recent years in the se- 
curities of electric light, power, gas, 
phone and water companies, even 
Somat made in the boom years, were 
on a conservative basis. Life companies 
made their own appraisal of the prop- 
erties’ worth and confined their invest- 
ments almost entirely to liens against 
the operating properties themselves. 
They looked askance at anything that 
was “too far away from the rails,” in 
the railroad security jargon. 

Because of the lack of demand for 
fnancing which careful investors con- 
sider sound, the best securities yield 
low interest returns. Where it was 
possible to average around 5 percent on 
good bonds, today high ee taxable 
bonds yield from 4 to 4% while high 
grade tax-free municipals aay from 3% 
to 4 percent. 


Some See Cash and Loan 
Values Defeating Protection 





(CONTINUED FROM PAGE 1) 


and investment features and figuring 
them on different interest basis. 

Many companies, of course, sell year- 
ly renewable term, which is protection 
and nothing else. This, howeyer, does 
not meet the present demand, other 
than to give temporary protection at 
ever increasing cost. Expectancy and 
long period term contracts, sirhilarly, it 
is believed, do not fully satisfy the pub- 
lic demand for life insurance that is per- 
manent but inexpensive. 

Perhaps the thought being directed 
along this line will develop a contract 
that will meet the present conditions 
more satisfactorily. It is certain that 
cash and loan restrictions would permit 
of a different technique in handling the 
business. 

It has become apparent that the bank- 
ing functions developed by life insurance 
companies demand a large percentage 
liquidity of assets. Such a condition is 
diametrically opposed to the theory of 
life insurance proper, which is based on 
an ~ssumption of 3 or 3% percent in- 
terest yield, upon assets invested over 
long periods and earning as much as 
conservatively can be done. 

The difficulty to be met in amending 
state laws to limit the privilege of cash 
and loan values is recognized by com- 
pany officials as practically insurmount- 
able. Nevertheless serious thought is 
being given to just such an effort. It 
is certain that the problem of cash and 
loan values will be one of the major 
ones discussed in the business for some 
time. 


Suicide Hazard Is Believed 
Unabated; Experience Spotty 


The suicide hazard in American life 
underwriting is undiminished, despite 
the optimistic trend of discussion at the 
fall meeting in Chicago of the American 
Institute of Actuaries and the Actuarial 
Society of America, according to a na- 
tionally known underwriter and medical 
man. .This authority believes that all of 
the factors which have been responsible 
for so many suicides of life insurance 
policyholders for large amounts in the 
last four years of depression remain in 
the same aggravated form. 

It is his theory that many business 
men in financial straits who may have 
contemplated suicide as a final resort 
have been postponing the act this year 
pending the outcome of President 
Roosevelt’s emergency measures and the 
NRA program. As a matter of fact. 
he reports, suicide results in various 
companies are spotty, and while some 
this year report a considerable reduc- 
tion in these claims, others find them at 
the same high level. 








Prospect le Better 
in City Real Estate 





(CONTINUED FROM PAGE 1) 


hope, there is nothing to do but fore- 
close. 

The mortgagee in possession ar- 
rangement has been of value in protect- 
ing companies from wasteful operations 
by incompetent receivers of bankrupt 
properties. In certain states these re- 
ceivers are political appointees without 
any pretense of ability at managiny real 
estate. Employes and superintendents 
working for him soon realize his in- 
competence, the property rapidly dete- 
riorates, income diminishes, and ex- 
penses jump upward. By going in as 
mortgagee in possession under a gross 
assignment of rents, the life company 
holding the mortgage can prevent all 
this, as its managers are appointed 
strictly on a merit basis, The threat of 
foreclosure is used if the mortgagor is 
unwilling to agree to the arrangement. 


Another Type of Case 


Another case where the gross assign- 
ment of rents can be used to advantage 
is where a conservator of a closed bank 
which holds a second mortgage has 
foreclosed and is managing the prop- 
erty. The appointees are usually not 
fitted for real estate management. 

Second mortgagees in general offer a 
problem when they take over property 
under foreclosure. Realizing in many 
cases that they have but a limited time 
to “milk” the property before the first 
mortgagee steps in, they are likely to 
get everything of value out of the prop- 
erty and leave it in a very run-down 
condition. As the owner probably kept 
his first mortgage payments up better 
than on his second mortgage, there may 
be quite a lag between the time the sec- 
ond mortgagee takes over the property 
and the earliest date that the first mort- 
gagee can get it away from him. 

It is not unknown for a second mort- 
gagee with this situation in mind to en- 
courage an owner to keep his first mort- 
gage in good standing and then surprise 
the owner with a foreclosure, so as to 
give himself the longest possible period 
in which to milk the property. Nat- 
urally, he makes no effort to pay any- 
thing on the first mortgage. 





Confidential Audit Plan 
Hits Snag in Law Court 











DENVER, Nov. 2.—A district court 
jury here decided in favor of the de- 
fendant in a suit filed by R. M. Messick 
for a $750 balance on a $800 fee, for a 
“confidential” audit of Carl Modesitt’s 
life insurance. The verdict is especially 
interesting because of the growing prac- 
tice of so-called consulting actuaries of 
making confidential audits for policy- 
holders. 

In answering suit for the fee the de- 
fendant said: “Messick represented him- 
self as a consulting actuary; that he 
had in the past procured from insurance 
companies the return of large sums of 
money to their policyholders directly as 
a result of demonstrations to such in- 
surance companies that rates charged 
upon their policies in such cases were 
unfair and false, and that the defendant 
was paying for $55,000 more insurance 
that his beneficiary would receive in 
event of the: defendant’s death. That 
prior to the execution of the contract 
(for services) in order to induce defend- 
ant to execute said contract the said 
Messick explained the contract to mean 
that no sum of money would be pay- 
able until the companies carrying de- 
fendant’s insurance agreed to make re- 
fund estimated by said Messick to be 
approximately $17,000.” The defendant 
in his answer added that the said Mes- 
sick did not secure any refunds, what- 
soever, from the insurance companies, 
nor any reduction in policy payments. 
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Berkshire Associates have taken the “S” out of (S 
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and are using “Care 


Because 
New premiums show a 29% increase for first nine 
months of 1933. 


Cause 


New and Modern Plans of Selling for Every Type of Under- 
writer. 

Berkshire Special Policy. 

Preferred Risk Life Policy. 

Family Income Options. 

Annuities of All Kinds. 
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“ASK ANY BERKSHIRE AGENT.” 
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BERKSHIRE LIFE INSURANCE CO. 


INCORPORATED 1851 
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Join the Upswing 
With Yeomen Mutual 


Don’t wait until New Year’s to plan for a bigger 
income in 1934. Yeomen Mutual Life offers that 
larger opportunity right now to men alive to 
TODAY’S changes. 


(1) New “tailor made” policies designed for modern 
sales conditions. (2) A new, result-getting sales 
plan. (3) An aggressive new business program, 
with real help in the field. 


Get set for the better times ahead. We have some 
excellent agency openings right now. Write. 


YEOMEN MUTUAL LIFE 


INSURANCE COMPANY 
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made a field superintendent. He started | other companies. Finally, he should be the w 
on a debit and after being a field super- absolutely and truly interested in the The 
7 intendent for three years he was made | success of each and every member of agents 
ge boo - was Ba ag: nama to] the agency, which should be composed negati 
ie amangecamno ong ofthe lege i |of al me agents ot 
s. Ss Vy e - ys 
ter capacity his district led in ordinary . oe 
Back production. Outside Agents Barred aoe! 
epee FRANKFORT, KY., Nov. 2.—In re- JJ the P 
Kentucky Deputy Transferred ply to an inquiry from Mrs. W. L. Win- main 
* . ; Springfi 7 x r not 07 
of the Guaranty Life is Found FRANKFORT, KY., Nov. 2—C. I. | deputy insurance’ commissioner. holds "At 
Brown, deputy imsurance commissioner, | that insurance policies for Kentucky add u 
has left for Louisville to take over the | may be issued only by licensed local be. di 
: ‘ ities division of the insurance de- = cn Wee oe i ad houg 
The impregnable Legal Reserve System ee o agents. Mrs. Winters had asked if she [J thoug 
2 - partment. The position was left vacant | could solicit insurance business in Ken- centri 
A strong financial foundation recently by the resignation of Dr. Mil- | tucky “and then transport the applicant made 
The well seasoned Iowa insurance laws De —— at the request of Auditor J.’ across the state line into Tennessee to see 
Discriminately selected investments vince susincsndneniansamomneal — 
4 r BEES Se Oe 
A representative Board of Directors 
An experienced Home Office management Just off the press— $1,000 to $1,600 F 
sens _ _ ap — The Ordinary Life Insurance at An 
Cclals who know the problems as a Average Cost GUARANTEED : 
An enthusiastic and hard working agency force Annuity Digest OF ONLY $14.00 per $1,000 b 
‘ . Of Course Issued in Larger A a 
These constitute the very elements of permanency An Independently Published witness sme | 
and progressive development. Tie to a company Authoritative Analysis All Premiums Returned 
that is growing. “ : iti i 
Annuity, Retirement and Investment : meet thee 
Desirable agency connecti Contracts 
gency connections aveilable in gives the new up-to-date data FULL FACE THEREAFTER 
lowe Colorado = AND PREMIUM REDUCED 20% 
Minnesota Ohio The Cost The Return Example E 
The Values The Provisions hy yd cost, ~" - yA - 
of personal income contracts. ’ age 59; $17.19 per Sl, 
Lee J . Dougherty, President Single Copy $3.00 Order from nmensnond Oo ( 
7 A ide in Ohi — , 
The National Underwriter Co. Kectecky, Peunayivanit, Tennareen, West 
* Virginia or the District of Columbia, 
Guaranty Life Insurance Co. | ceppemmmmmmmenn ||: fr Sioa cot reica | 
D LT ac FWt OME): (0) SME @LO) I tj am || 7 | one of the many unique contracts 
avenpor 9 owa Designed to put a new man into production upon a service e e 
menaee” || Federal Union Life : 
; ee ee FRANK M. PETERS, President 
Insurance R & R Service Cincinnati, OnI0 
Indianapolis, Indiana 














r 3, 1933 
——— 


—————— 





f of New 
has been 
N. Y,, as 
t MLE 
>n placed 
oe 
o No. 5. 
tago No. 
t in that 
ly assist. 
« No. 20, 
York No. 
ew York 
istant in 
sw York 
er on. 


went 
-At the 


*hinehas 
ial Life, 
Agent.” 
use his 
ence to 
of busi- 
limiting 
second- 
tremely 
naterial 
ointing 
ery re- 
lity to 
-e with 
s, both 
ct with 
res of 
uld be 
in the 
ber of 
nposed 


In re- 
Win- 
rown, 
holds 
itucky 
local 
if she 
Ken- 
licant 
lessee 


















November 3, 1933 





LIFE INSURANCE EDITION 











— 





mD>-- 








+. oo 


MODERN BUSINESS-GETTING METHODS 























Simple Formula for Success 
in Insurance Based on Work 





There is a definite, simple method by 
means of which any life agent may put 
his business on a sound basis and achieve 
, measure of success, but few will be 
willing to adopt and stick religiously to 
the plan, H. J. Cummings, vice-president 
and superintendent of agencies Minne- 
sota Mutual, told members of the Chi- 
cago Association of Life Underwriters 
at the October meeting. 

The principal ingredient in his for- 
mula was “work.” His plan, which he 
did not present as anything novel or 
new, but which he said has wrought 
amazing results for Minnesota Mutual 
agents who have followed it faithfully, 
divides naturally in three _ sections, 
names, presentation and schedule. 


All Three Factors 
Are Needed in Plan 


He made it clear that without all three 
no agent today can hope to develop fully 
the ability within himself. However, said 
Mr. Cummings, who has a salty brand 
of humor, no man can rob a person of 
his right to be a lazy dog, nor his in- 
alienable privilege of remaining a worm. 

Mr. Cummings said the plan, which 
in essence is the same method as ad- 
yocated to agents by most progressive 
agencies today, never falls down when 
the work is done. 

The only difficulty with many life 
agents, he said, is that they take the 
negative side of every proposition. They 
devote themselves to finding sound rea- 
sons why a thing cannot be done. Such 
agents, unless they can bring about a 
complete reversal of their philosophy to 
the positive standpoint, should not re- 
main in life insurance, and probably will 
not overly long. ’ 

“Any fool,” said Mr. Cummings, “can 
add up the reasons why a thing cannot 
be done. That is the most harmful 
thought imaginable. Agents should con- 
centrate on how to do the job.” He 
made the point that it is not necessary 





to see the route clear through to a suc- 


cessful conclusion before starting on it. 
He illustrated by citing the railroad en- 
gineer who at night can.see the track 
illuminated only within the range of the 
headlight, but drives his train ahead with 
confidence that as he moves forward 
more and more of the way will become 
visible. 

“The first fundamental in any plan of 
selling life insurance,” Mr. Cummings 
stated, “is a constant succession of 
names of people who could buy life in- 
surance. The only time the depression 
hits an agent is when he is out of pros- 
pects. I have seen it demonstrated time 
and again. 


Many Ways of Securing 
Prospect Lists Explained 


“In the manual supplied agents by 
the Minnesota Mutual there are listed 
46 ways to find prospects. One source 
is employed women. These names can 
be secured from direct mail offices. De- 
partment stores use such lists to cir- 
cularize woman customers and prospec- 
tive customers. They are especially sus- 
ceptible to old age income plans. 

“Then there are the juveniles. These 
names can be secured through kinder- 
garten or high school teachers. A good 
source is the county records of vital 
statistics where births are recorded. One 
plan which works well for a number of 
agents is to secure a list of children 
born five years ago. They are upon the 
point of entering school. The babies 
are starting to grow up. Parents are 
much affected at this period. They are 
susceptible to the idea of making deti- 
nite, separate provision for the child’s 
education. The agent very often can 
write a juvenile case, frequently also an 
educational policy on the life of the 
father, and can on this examination order 
additional insurance on the father. This 
is an approach which places much in- 
surance on the father’s life. 

“Another list of names that can be 
secured easily is installment buyers. Any 





sales agency selling products on the in- 
stallment plan can provide a fine list 
containing a world of possibilities if the 
agent but approaches the matter prop- 
erly.” 

He said it should be easy for an agent 
to make a reciprocal arrangement with 
a salesman in such an office, referring 
prospects for the product in return for 
names of persons whose installment 
contracts are soon to expire. Such pros- 
pects, he pointed out, have adjusted their 
budgets so as to meet the installments, 
and it is a fine opening to transfer the 
monthly sum over to the life insurance. 

Mr. Cummings said another idea 
which has worked well for some agents 
makes use of a new dollar bill on which 
have been pasted postage stamps of vari- 
ous small denominations. The agent, 
Mr. Cummings said, opens directly by 
asking the prospect, “Have you ever 
seen one of these? If not, probably 
you've heard tell of them. Would you 
be interested in learning about a plan 
by means of which you could purchase 
one of these to be paid you at your re- 
tirement, for only the price of this.” The 
agent points to the stamp of the de- 
nomination which he estimates would 
represent the premium. 


Says Not All Employed 
Persons Have Been Seen 


“A great many agents talk about un- 
employment,” Mr. Cummings said, “and 
they feel depressed because so many 
people are out of work and this makes 
soliciting difficult. As a matter of fact, 
when most of the people were employed, 
life insurance agents never saw any large 
percentage of them anyway, and they 
are still not seeing all that are em- 
ployed.” 

The method of presentation is of vital 
importance in the interview, Mr. Cum- 
mings said. Most life companies have 
well prepared, effective sales talks, 
which may be used in toto or modified 
as needed by individual agents. The 
point is to make the time in the pres- 
ence of the prospect count to greatest 
advantage. People must be made to 
think today, Mr. Cummings said, or they 
will not buy. What is said, he con- 
siders of less importance than making 
statements truthful and sincere. Peo- 








Cc. L. U. 


At the annual meeting of the Indiana 
chapter of the C. L. U. in Indianapolis, 
H. E. Nyhart, Connecticut General, was 
elected president; E. A. Kreuger, State 
Life, vice-president; H. L. Drake, Jr., 
secretary-treasurer. C. C. Robinson, 
editor of “The Insurance Salesman,” 
talked on “Getting Back to Fundamen- 
tals.” Plans were discussed for recruit- 
ing candidates for the courses of study 
which are being conducted by Prof. Fred 
V. Chew of Indiana University, director 
of education of the Indianapolis Asso- 
ciation of Life Underwriters. 








Prof. F. F. Burtchett of the Univer- 
sity of California, Los Angeles branch, 
is conducting a C. L. U. examination 
class exclusively for twelve members of 
the John W. Yates agency of the Massa- 
chusetts Mutual Life at Los Angeles. 








ple procrastinate in buying life insur- 
ance. They “want to think it over.” Mr. 
Cummings said that many of these can 
be jogged into action by the bold state- 
ment that “thinking it over” never paid 
the household bills after a man’s death; 
that he should do “a lot less thinking 
it over and a lot more doing.” 

In regard to a work schedule, Mr. 
Cummings said, the only life agent 
whose time is his own is the one who 
is independently wealthy. The rest pay 
for their laziness and dilatory methods 
by nearly starving to death. 

“It is funny,” Mr. Cummings com- 
mented, “how these things do happen 
when a man works on schedule. In the 
Minnesota Mutual we have men who 
sold as much life insurance during and 
since the bank holiday as before.” 

Mr. Cummings said that in the ex- 
perience of Minnesota Mutual agents 
who have worked the plan faithfully, it 
has been found that six out of ten per- 
sons approached would give appoint- 
ments. Four of the six, on the average, 
were actually interviewed. The results, 
he said, have been eye-opening. He 
stated that it does not matter if an agent 
is doubtful whether the plan will work 
or not. He said that it does work, da‘ 
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in and day out for a large number of 
Minnesota Mutual agents who are far 
more successful as a direct result of the 
organized selling plan than ever in their 
lives. ; 

He said there is little question that, 
if any agent knew that he were to be 
executed on the following Saturday un- 
less he sold a $1,000 policy by that 
time, he would sell that policy, some- 
where, somehow. This being true, he 
said, the only difficulty with many 
agents who are producing scarcely any 
business is that they have not the will 


to succeed. They have not sufficient 
ambition. He urged the proposition 
that any man who pays for $150,- 


000 a year can be considered as a suc- 
cessful agent, and stated that any agent 
who would produce a $1,000 policy every 


week in the year would become a $150,- 
000-a-year agent. 

He said this was true because on the 
average, it has been noted, the calls and 
interviews necessary to sell that $1,000 
a week would result in turning up two 
income cases of $2,500 each every month, 
and juvenile cases totaling $15,000 in the 
year. He said there then remained only 
the need for stumbling across a $10,000 
and two $5,000 cases in the year to reach 
the $150,000 mark. 

P. G. Dallwig, vice-president of the 
association, presided in the absence of 
President R. L. Davis, who was ill with 
a throat infection. It was announced 
that G. F. Unger, assistant manager 
Berls agency, Equitable of New York is 
entertainment committee chairman for 





the ensuing year. 
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_ Training in Ethics Is Essential 
DONALD F. CAMPBELL There is entirely too much business| in determining when a person is not a 
CONSULTING ACTUARY upset by agents who do not know when| prospect. Some of these were: 


to quit, who persist in trying to sell a 
prospect after he has applied for in- 
surance in another company, I. B. Ja- 
cobs, supervisor Spaulding agency, Mu- 
tual Life of New York in Chicago, de- 
clared in a discussion of the ethics of 
selling at a meeting of the Life Agency 
Supervisors Club of Chicago. 

Mr. Jacobs strongly urged that agents 
be taught good ethics in this respect. 
He cited cases in which after a person 
had applied and been examined in one 
company, agents of another company 
attempted to and sometimes secured ex- 
amination in an effort to get the busi- 
ness, making comparisons which were 
perhaps true but frequently upset the 


‘| applicant and caused him to decide not 


to take insurance in either company. 
Finds Little Ethical Training 


Few men are brought into the busi- 
ness and trained as to ethics, Mr. Jacobs 
said. It is a timely subject in view of 
the fact that a special committee of the 
National Association of Life Under- 
writers now is considering a code of 
ethics for the business. New agents 
either adjust themselves to an agency 
if it is more or less in line with their 
ideas, or quickly get out. Thus if an 
office were to have a hard and fast pol- 
icy regarding not bothering business 
sold by other agencies, the agents who 
were individualistic and persisted in such 
practices would find the atmosphere not 
to their liking and eventually would 
leave. 

Mr. Jacobs said the institution should 
be built up by a spirit of cooperation. 
Twisting, he said, never could be in 
dulged in if all agencies cooperated in 
the effort to suppress it. 

Necessary to Ask Prepayment 

The discussion was led by R. H. 
Wienecke of the W. A. Alexander gen- 
eral agency, Penn Mutual. Mr. Wien- 
ecke discussed the general proposition 
of when to hang on and when to quit 
attempting to sell a case. He pointed 
out an agent may stop too soon. He 
may not ask for prepayment. Until the 
agent talks money he has not really sold 
an applicant, Mr. Wienecke said. 

Interest may lag. There are certain 
ways to maintain interest in the inter- 
view such as a good central idea and 
definite proposal, visual aid, motivating 
stories, enthusiasm, and showmanship. 
In any event there should be several 
efforts to close. 

Mr. Wienecke gave a method em- 
ployed by one agent to determine when 
to leave the prospect. This agent made 
a dot on paper every time he attempted 
to close. When there were ten dots 
he got up and left. 

Walter Jolley of the Patterson gen- 
eral agency Penn Mutual, discussed the 
positive and negative aspects of pros- 
pecting. He outlined the qualifications 
of a good prospect who, he said inci- 
dentally, never is a prospect until he 
has been interviewed at least once, and 





then gave factors which will aid an agent 





Does not need life insurance, has no 
surplus to invest, does not have good 
health, has no ambition, has no sense 
of responsibility, is inseparably attached 
to a competitor. 

Most older agents have _ so-called 
“china eggs,” Mr. Jolley said, although 
new men have few if any of these for 
a time. New men must qualify the 
names on their prospect lists by per- 
sonal interviews. They can avoid ac- 
cumulating china eggs by measuring 
their prospect’s qualifications. 

Even the “china egg” type of pros- 
pect may have possibilities if the name 
is put away for a while and forgotten. 
Mr. Jolley pointed out that later the 
agent may check on them by contact- 
ing friends or relatives of the prospect 
to ascertain whether there have been 
any changes in the set-up, any new 
needs developed, etc. 

Many agents ask supervisors, Mr. Jol- 
ley said, how they can make sure that 
a man is sincere in his objections. Mr. 
Jolley said this a matter for the in- 
dividual agent to decide. He must learn 
to be a good judge of men. Many ob- 
jections offered are not real but are 
purely an effort of the prospect to avoid 
having to buy. 

Samuel Leland, Jr., president of the 
club, presided. Secretary S. A. Kent 
distributed a stenographic report of the 
National supervisors meeting during the 
meeting of the National Association of 
Life Underwriters in Chicago, which 





== 
also has been sent to all persons wh 
attended. 


Hope and Optimism 

In the report of the remarks of Roge, 
B. Hull, managing director Nationa 
Association of Life Underwriters, befon 
a meeting of the General Agents & 
Managers association of Milwaukee, fy 
was quoted as saying: “My message t) 
you is one of love and optimism.” What 
Major Hull did say was: “My Message 
to you is one of hope and optimism.” 











A CENTURY 
OF PRISRESS 
CHICAGO 





A CENTURY 
OF PROGRESS 


Plan to stay at the Morrison 
when you visit the World's Fair 


@ In the Heart of the Loop 
@ Only ®2.50 up with Bath 
e Bright, Cheerful Rooms 
@ Quick, Friendly Service 


MORRISON 
HOTEL CHICAGO 














Strong 





E. S. ASHBROOK 
President 





Are You Willing te WORK for a Company Which Is Willing to WORK with You? 





JOHN H. MceNAMARA 
Founder 


* 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 


Progressive 








PAUL 


McNAMARA 
Vice-President 








in the states of New York and Ohio. 





BUFFALO MUTUAL LIFE INSURANCE COMPANY 


OPPORTUNITIES...\@ °o=110. x~ 


during our 61 years. If you would like to grow with us, write in c 
with details of your experience to: E. PARKER WAGGONER, Supt. of Agents. 









N 


Now growing faster than at os time 
onfidence 


































